ha aN 


The National Underwriter | 


LIFE INSURANCE EDITION 


N 
. N : 
FRIDAY, SEPTEMBER 25, 1931 


National Life Insurance Co. of the U. S. of A. 
A. M. Johnson, Chairman of the Board. 











E OLD COMPANY FOR AMBITIOUS YOUNG MEN 


National Life of the U. S. of A. %sld representatives achieve full results from their efforts be- 
cause they approach the insuring public thoroughly equipped to successfully meet the Protec- 
tion requirements of the times. 


They have: 
Guaranteed Low Cost Policy Contracts including Term Expectancy and 
Modified Life. 


Accident and Health in combination with life. 
Juvenile Insurance Policies. 
Sub-standard. 


Total and Permanent Disability Benefit including monthly income disability and 
waiver of premium. 





Double Indemnity. 

Participation on certain fully paid up policies. 

Excess interest payments on income settlements and funds left on deposit. 
Elimination of policy restrictions. 

Non Medical. 


They receive: 
Definite tangible Company and agency cooperation. 


Leads to live prospects. 

Direct Mail circularization. 

Company Clubs and Convention Trips. 

Special sales award contests and campaigns. 

Sales Preparation course followed by a reasonable training and supervision. 
Policyholders change of address service. 


Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
of the UNITED STATES OF AMERICA 


Robert D. Lay Walter E. Webb 


President Executive Vice-President 


29 South LaSalle Street, Chicago 
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Giving Ambition 
a Lift! 


There are two ways to meet the 
difficulties that arise in times of 
economic stress. One is to keep on 
with the same working schedule 
that was sufficient in easy times— 
and take a sharp reduction in re- 
sults and in earnings. The other is 
to intensify and double or triple 
one’s efforts as may be required to 
bring production to a normal level 
or better. 








It is heartening to glance about 
the Peoria Life Agency Force and 
note the numerous cases where the 
second plan is being successfully 
followed. Here is one man who 
during the past twelve months has 
personally written, delivered, and 
F paid for 240 policies for a total of 
more than half a million dollars. 
Another, catering to a different 
















































class of business, has written 70 
cases for a similar amount. Still 
another completed 192 applications 
for over a quarter million. 


These instances are typical of 
scores of others which might be 
cited. Such records could not have 
been possible except by determina- 
tion and persistency on the part of 
the men who accomplished them. 
Nor is it likely that they would 
have been even attempted without 
the friendly cooperation, stimula- 
tion, and incentives which the 
Peoria Life agency program freely 
provides. 


The Peoria Life does not claim 
credit for the spirit and energy dis- 
played by its successful agents. It 
does take satisfaction in the evident 
fact that its broad and practical 
Service to Agents inspires and helps 
them and enables them to equal or 
surpass their greatest previous 
achievements. 
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First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- 
gress has been built. Each passing year has deepened the conviction that (1) adequate 
service to the public can be accomplished only through men carefully selected and 
thoroughly trained, and (2) that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 





The Phoenix Mutual will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 
made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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School Days! 


i 
| WITH an army of full-time 
university students and another army attending 
| a . 

|| evening classes, Chicago holds a foremost 


| | position among the centers of higher education. 








| | Enrollment in the city grammar schools last 


| | year exceeded 344,000. High school enroll- 
| ment topped 88,000. Add to these the thous- 
ands studying for a university degree and you 
have a stupendous total. Chicago offers its 
youth unlimited opportunities for learning. A 
city is wise to have faith in its future citizens. 
Chicago believes in its young people and 1s 
| giving them the best of training. . 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE 
Raymond W. Stevens, President 





























Elizabeth M. Cudahy Memorial 
Library on the north shore campus 
of Loyola University. Dedicated 
in June, 19350. . a ae ae 





South front of Harper Memorial 
Library, with section of Social 
Sciences building to the right. Part 
of the beautiful campus of the 


University of Chicago. » 





Unique “roof campus” of De Paul 
University located in the heart of 
the business district. 6,000 students. 



































-—— CHICAGO 
A Good Place to Live 
A Good Place to Work 
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Thixty-Fifth Year No. 39 


Life Men Gather 
in Annual Session 


San Francisco Chosen for 1932 
Convention of National 


Association 
| sTORER SEEMS FAVORITE 
Executive Committee Considers Pro- 


posal 
Structure—Committee Named 


to Revamp Organization’s 


By FRANK A. POST 
PITTSBURGH, Sept. 24.—The 1932 
convention of the National Association 
of Life Underwriters will be held in San 
That decided at the 
the executive committee 
this during the an- 
The Golden Gate city 
was selectedsfor next meeting 
without opposition after invitation 
had been presented by Dr. E. L. Wood- 
ruff, chairman of the San Francisco 
delegation and executive committeeman 
from that association, and seconded by 
C. C. Thompson of Seattle, first vice- 
president of the National association. 
The dates under considectionn are 
Aug. 16-19, although the final decision 
on that point has not been made. Man- 
aging Director R. B. Hull read a tele- 
gram from Ben F. Shapro, president of 
the San Francisco association, stating 
that the Fairmount and Mark Hopkins 
hotels had tentatively been reserved for 
those dates. They were suggested be- 
cause thy follow rather closely the dates 
for the Olympic games, which are ex- 
pected to attract a large number of 
people to the Pacific Coast. 
Russell 


Francisco. was 
meeting of 
Monday in 


nual convention. 


city 


year’s 
its 





Makes Suggestion 


John Newton Russell of Los Angeles 
urged that July would be a better time 
than August and suggested that the con- 
vention be held before, rather than 
aiter, the Olympic games. 

Chicago's invitation for 1933, the year 
of the Century of Progress exposition. 
was renewed at this meeting. Cincinnati 
also extended an invitation for 1933 and 
Hartford for 1934. 

. Several other matters of importance 
in addition to the selection of a conven- 
tion city came before the executive com- 
mittee, including discussion of a plan for 
an entire revamping of the National as- 
sociation structure, resulting in a deci- 
sion to have a committee appointed by 
the incoming president to continue the 
work which has been started this year 

y a committee headed by O. Sam Cum- 
mings of Dallas; adoption of a resolu- 
tion expressing belief in the soundness 
of the nation’s financial structure, auth- 
orization of the appointment of a com- 
mittee on cooperation with attorneys, 
to supplement the present committee on 
catration with trust companies, and 
preps nn of the idea of promoting 
. eaching of life insurance in the pub- 
tc schools, which followed the presen- 
(CONTINUED ON PAGE 28) 
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Views of Five Are Given 


in Last Forum Instalment 





In the concluding instalment of the 
disability forum, which has been con- 
ducted by THe NATIONAL UNDERWRITER 
over a period of many weeks, the views 
of four executives, who desire that their 
identities be withheld, and of President 
Ben W. Lacy of the All States Life of 
Alabama are presented. 

The first executive quoted is the presi- 
dent of a middle western company. 
Aside from inadequate rates, this execu- 
tive feels that the attempt to construe 
the total and permanent disability feature 
into an accident clause has been the 
outstanding error in the disability field. 

The second contributor to the forum 
this week is the general manager of a 
southern company, who favors radical 
modification of disability benefits. 

The third executive quoted represents 
one of the largest eastern companies. 
He would like to return to the waiver 
of premium benefit exclusively, but 
doubts whether that course can be taken 
because of competitive reasons. 

Another contributor is the executive 
of a middle western company. He is in 


favor of a return to premium waiver 
only. 

Mr. Lacy feels that more courage is 
needed in resisting unfair disability 
claims. 


The views of the first middle western 
executive are presented herewith: 


Disability Brings Loss 
to Well Managed Offices 


There is no question but that the dis- 
ability feature as it has been written and 
operated, has caused a great deal of 
unlooked-for in the organizations 
that are prominent because of their good 
management, as well as in less efficiently 
managed companies. I presume. that 
we have all given a great deal of thought 
and consideration to the matter ever 
since it became apparent that it was 
radically out of line with the other 
phases of the business. 

Our initial difficulty was unquestion- 
ably, in my opinion, due to unsound 
actuarial advice, as is evidenced by the 
repeated adjustments of premium rates 
with no assurance that proper rates have 
been arrived at, either under present 
conditions or under proposed conditions. 
As is usually the case, those who have 
been most enthusiastic in the beginning, 
and therefore most extreme, are very 
apt to be most panic stricken and most 
extreme in the attempted correction of 
the situation. I presume that none fee! 
there is any real threat at the stability 
of the company because of the disability 
situation, but that there should be some 
reasonable and practicable adjustment of 
the disability feature. 


loss 


Divides Companies Three 
Ways as to Disability 


In my opinion the outstanding error, 
aside from the inadequate rates, has 
been the loose operation of the feature, 
the attempt to construe the total and 
permanent disability feature, which 
properly construed to be a very limited 
service, into an accident clause. My 
observation has been that the companies 
fall definitely into three groups: those 


1s 








who have construed the clause very 
liberally, those who have construed it 
very severely, and those who have occu- 


pied somewhat the medium ground. Experi- 


erice has demonstrated the correctness of 
the attitude of those who construed the 
clause severely. Such companies have 
been so hopelessly in the minority as to 
make the common practice and accept- 
ance of the feature out of line with either 
the intended practice or the charge for 
the service. 

Apparently there is a decided tendency 
on the part of the courts to interpret the 
clause with extreme liberality and to a 
practical insurance man it would seem 
that this tendency has almost gone as 
far as to ignore the wording of the 
clauses themselves. 

It is my opinion that the waiver of 
premium disability benefit is and should 
be a part of a life insurance policy by 
requirement, similar to the incorporating 
of the extended insurance feature. I am 
not so concerned about the income dis- 
ability benefit, although it would seem 
to me that intelligently operated insur- 
ance organizations, operating under a 
uniform clause and with some uniform- 
ity of administration of the feature, 
should be able to administer this serv- 
ice successfully. It seems to me that it 
is quite unfortunate that the life insur- 
ance fraternity admits after fifteen or 
more years of experimentation, that they 
are unable to produce a practical clause 
or to administer it successfully. 

. ‘SS 
Radical Modification 
Not Rate Raise Needed 


The general manager of the southern 
company writes about disability as fol- 
lows: 

I am now and have been for a long 
time, very strongly of the opinion that 
a radical modification of disability bene- 
fits will have to be made rather than at- 
tempt to increase disability premiums to 
the point where they would be sufficient 
to warrant the present disability benefits 
Our company is giving very serious con- 
sideration to the subject along these 

(CONTINUED ON PAGE 29) 





Three Dailies to Cover 
Pittsburgh Convention 


This week subscribers of The 
National Underwriter are being 
sent copies of the three National 
Association of Life Underwriters 
convention dailies. These will be 
sent out from Pittsburgh. These 
dailies are prized by life under- 
writers for the valuable ideas and 
sales plans which are published in 
them in addition to the interesting 
news of the national convention. 
The National Underwriter will 
have a full staff of editors on hand 
in Pittsburgh to cover the meet- 
ing, including Levering Cart- 
wright, Frank A. Post and John 
F. Wohlgemuth. 



















$3.00 Per Year, 15 Cents a Copy 





Managers Session 
At National Rally 


Securing New Agents and Getting 
Them Into Production Promptly 
Discussed at Group Meetings 


GENERAL AGENTS TALK 


Gathering So Successful and Practical 
It Will Be Continued For Another 
Year at Least 


By LEVERING CARTWRIGHT 
PITTSBURGH, 
the 
ing a full day's program at 
convention of National Association 
Life Underwriters to the 
of the general agent and manager, that 
at that 
day, it was voted to continue the plan 
Alexander E. 


PA., Sept. 24.—So 


successful was innovation of devot- 


the annual 
the 


of problems 


the conclusion of section Tues- 


for another year at least 
Patterson, general agent in Chicago for 
the Mutual, 
sparkle Tuesday, was named to carry 
on as interim chairman of the section. 

Mr. Patterson was directed to appoint 
a committee of five or seven to assist. 
That group will keep in contact with the 
National association as to any material 
on agency management. 

In opening the section, Mr. Patter- 
son declared that history was being 
made. He expressed the hope that the 
section would become a permanent in- 
stitution. Most companies, he declared, 
realize that twisting, lapsation, and high 


Penn who presided with 


mortality can be solved through the 
general agent. 
MeNamara First Speaker 


John C. McNamara, general agent in 
New York for the Guardian Life, who 
was the first speaker, said that two fun- 
damentals need reaffirmation at this 
time—the necessity for hard working 
management and for agency contracts 
which are vested and absolutely uni- 
form. He strongly condemned the pay- 
ment of excess commissions. Another 
lesson of hard times is the inadvisabil- 
ity of unsecured financing . Mr. Mc- 
Namara recommended demanding a real 
estate surety bond, signed by two prop- 
erty owners to guarantee loans to 
agents. 

Holcombe and Woed Speak 


The second speaker was John Mar- 
shall Holcombe, Jr., manager of the life 
insurance sales research bureau. He 
declared that conservation is a long 
process; it comparable to building 
fire proof structures, whereas reinstate- 
ment is an emergency measure compar- 
able to the work of the fire department 
in putting out fires, which feed on poor 
construction. 

John L. Wood, manager of the sales 
education and promotion division of the 
National Cash Register company, was 
the third speaker. “Showing a Gain in 
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(CONTINUED ON PAGE 30) 
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Twisters wal Rebaters Are 
Flayed Alive by Thompson 





CALLS THEM LIARS, WOLVES 





Official of National Association of Life 
Underwriters Uses Strong Terms 
Before Peoria, Ill., Group 





A stinging word picture of fixers, 
twisters and rebaters was given by 
Charles C. Thompson, first vice-presi- 
dent National Association of Life Un- 
derwriters, Metropolitan, Seattle, Wash., 
at the first fall meeting of the Life Un- 
derwriters Association of Peoria, III. 

“A life insurance twister is more than 
a liar; he is a robber of reserves,” Mr. 
Thompson said. “He is a sneak thief 
because he always works under cover. 
He is a wolf in sheep’s clothing. He 
is always in disguise. He could not 
operate successfully if his true self 
were known. He must perforce keep 
himself carefully covered with a cloak 
of respectability. 

Termed “Cringing Coward” 


“Insidiously he works himself into 
the confidence of his victims under vari- 
ous plausible pretenses. The twister is 
suave and subtle. A _ twister in his 
make-up is a bundle of contradictions. 
He has an exterior of kindness and an 
interior of cruelty; a sacrificial attitude 
and an avaricious nature; brave as a 
lion in the darkened ignorance of his 
helpless victims, but a cringing coward 
in the light of truth. 

“He was made out of some stuff left 
over from the snake, the hyena, the 
wolf and the skunk. He was invented 
as a horrible example. Ashamed of 
himself, the twister complained and the 
devil gave him a veneer of respectabil- 


Aid of field men applied through their 
companies in getting rid of fixers, twist- 
ers and rebaters, and wholehearted 
loyal cooperation of home office and 
field to preserve the agency sys- 
tem which has given America, he said, 
such splendid life insurance service in 
the past, were urged by Mr. Thomp- 
son, in his stirring address on “The 
Evolution of American Individualism.” 


Abuses Bring Intervention 


He said that any plans chosen to try 
to prevent freedom of competition are 
in the final analysis encouraging gov- 
ernmental supervision or ownership. 
It is likewise true that individuals or 
groups who do not keep competition 
clean are endangering freedom of busi- 
ness opportunity. It is abuses in busi- 
ness that force governmental self-con- 
trol, he said. “Fair play, ethical con- 
duct, profits without profiteering, the 
best service at the lowest cost,” Mr. 
Thompson said; “in other words, de- 
cency in business, will guarantee that 
the life insurance business will remain 
comparatively free from governmental 
interference.” 

Life underwriters of this country are 
learning to cooperate, Mr. Thompson 
said, and each year is found a larger 
number assuming their responsibilities 
toward the profession by becoming 
members of their associations and ac- 
tive workers in them. He commented, 
however, that there are thousands of 
capable underwriters who should be- 
leng, out of the estimated 200,000 in 
this country. 


Argument Not Sound 


“IT have talked with representative 
men, both members and those who do 
not belong,” he said. “The reasons 
given for not joining are usually based 
on some charge of unethical conduct 
of someone who is a member. The 
charge is frequently made that some- 
one in the association uses membership 
as a cloak to cover bad practices. If 
the excuse was a good one, the whole 
idea of organization would fall. Mem- 
bership in an association does not guar- 














Presiding 











GEORGE E. LACKEY 


George E. Lackey, general agent for 
the Massachusetts Mutual Life at Okla- 
homa City and president of the National 
Association of Life Underwriters, is pre- 
siding at its annual meeting, which is 
being held in Pittsburgh this week. 








New York Life’s Top Club 
Meets in Colorado Springs 





DENVER, COLO., Sept. 24.— 
Thomas A. Buckner, president of the 
New York Life, accompanied by a num- 
ber of home office officials, last week 
attended a meeting of the Top club, or 
$400,000 club, at Colorado Springs. A 
feature of the meeting was a chuck 
wagon steak dinner and rodeo an Mani- 
tou park in the heart of the Rockies. 
They were entertained by a quartet of 
native Indians and life insurance lead- 
ers in the role of cowboy and prospec- 
tor. Arrangements were in charge of 
Dick Oliver, Saint Louis, inspector of 
agencies; and P. L. Corbin, Denver, and 
Max Derryberry, Pueblo, agency direc- 
tors. The convention was attended by 
250 leading producers throughout the 
United States, and in addition to Presi- 
dent Buckner, the home office was rep- 
resented by Walker Buckner and 
Seton Lindsay, vice-presidents; W. H. 
Pierson, second vice-presidents; Forest 
Morton, in charge of the agency serv- 
ice bureau, and Ridley Watts and Wil- 
liard King, directors. 





Lincoln National Reduces 
Disability Limit to Fifty 





The Lincoln National Life has ad- 
vised its agents that in the future income 
disability will not be issued to women 
nor to men above age 50. Heretofore 
the Lincoln National issued the benefit 
up to age 55 for men and 45 for self- 
supporting, unmarried women at one 
and one-half times the regular rate. 








antee that a man is negligent, nor his 
lack of membership evidence that a 
man is not ethical; but certainly any- 
one will agree that associations can do 
more to eliminate bad practices than 
can be done without organization. The 
association of life underwriters is the 
enemy of the twister and the rebater. 
We are anxious to drive them out of 
the business.” 

The meeting was in charge of C. T. 
Wardwell, president. J. B. Scott, chair- 
man entertainment committee, outlined 
programs for ensuing meetings. A. G. 
Taylor, superintendent Metropolitan, 
introduced Mr. Thompson. 





Sun Life Stock in Sharp 
Decline to New Low Level 





PART OF LOSS RECOVERED 





Drops From $1,000 to $300 Bid and 
$400 Asked in Three-Day 
Period 





President T. B. Macaulay of the 
Sun Life comments interestingly 
on the slump in the company’s 
stock in a special telegram to “The 
National Underwriter.” 

He says: “In view of the shock 
to the entire financial world caused 
by Great Britain going off the gold 
standard, the closing of some stock 
exchanges and the demoralized 
condition of the security market 
everywhere, it is only natural that 
Sun Life stock should have 
dropped at the same time as all 
other great investment stocks. 

“It has usually been subject to 
wide variations in price in both di- 
rections, as it is not listed on any 
stock exchange. It has already 
substantially reflected improved 
general conditions in the last 24 
hours. Ninety-three percent of 
Sun Life investments are on this 
continent in dollars securities. 

“The general effect on the com- 
pany of the drop in sterling and 
other foreign exchanges will be 
wholly favorable because of the 
large volume of our assurances 
payable in sterling and such other 
currencies. The effect of this is 
to automatically reduce our liabil- 
ity to British and foreign policy- 
holders when measured in dollars.” 
NEW YORK, Sept. 24.—Stock of the 

Sun Life of Canada was quoted Wednes- 
day at 550 bid, 570 asked, after having 
hit a new low of about 400 several days 
ago following its recent rapid decline 
in which it dropped 200 points in one 
transaction. 

It was selling at $1,000 a share the 
first of last week. In three days it slid 
down to $300 bid and $400 asked. It has 
been advancing a little each day and 
the present indications are that it will 
close this week substantially higher. 

No reason for this slump is believed 
to exist beyond the unsettled state of 
the market and the recent sharp decline 
of stocks in the company’s portfolio. 
At the height of the boom the stock sold 
above 3500. 

Puts Up Reserves 


In accordance with Massachusetts in- 
surance law, the company has deposited 
$19,000,000 additional securities with de- 
positaries in this country since Sept. 1. 
The law requires that securities be de- 
posited here having a market value equal 
to the amount of reserves on all policies 
in effect in the United States. Deposits 
required under this provision as of Sept. 
1 were $176,993,000 and the company’s 
deposits exceeded this figure by more 
than $4,300,000. With the falling mar- 
ket the securities declined in value and 
the company deposited the additional 
$19,000,000. Aug. 1 the requirement 
under the statute was $176,181,000 and 
deposits then had a market value of 
$191,819,000, or a margin of $15,638,000. 

It is not expected that the decline in 
the value of the Canadian dollar due to 
England’s going off the gold standard 
will affect the Sun Life to any great ex- 
tent, for while many of its policies are 
written in this country a large part of its 
investments are also here. 

Holdings Drop 


American Telephone & Telegraph, of 
which the Sun Life is the principal com- 
mon stockholder, dropped 20 points in 
four days. The company holds enormous 
blocks of other blue chip stocks which 
suffered severe reductions in market 

(CONTINUED ON PAGE 34) 





International Convention 
Held by Aetna Life Agents 





MORE THAN 600 AT SESSIONS 





Practical Talks by Both Producing 
Agents and Company Officials 
Heard at Meeting 





NEW LONDON, CONN., Sept. 24. 
—Meeting for the first time in a single 
international convention rather than in 
several regional gatherings as has been 
customary, the Regionnaires, Aetna 
Life agents qualifying for the 1931 con- 
vention, assembled here at the Gris- 
wold last week for a program of busi- 
ness and recreation which included a 
trip to the new home office building at 
Hartford. 

It was notable that in spite of cur- 
rent business conditions there were as 
many qualifying for this year’s conven- 
tion as for last year’s. The number of 
Regionnaires, guests, general agents 
and home office representatives totaled 
about 600. 

The reason for holding the conven- 
tion as a single meeting and at a point 
near Hartford was to enable the as- 
semblage to visit the home office build- 
ing, this being the first year the struc- 
ture has been completed. The trip was 
made in a caravan of buses, leaving 
New London Wednesday morning and 
returning the same night. 


Edwards Opens Meeting 


Following the address of welcome at 
the opening session Monday by J. §. 
Edwards, general agent at Denver, Gen- 
eral Agent R. P. Place of Boston de- 
livered an address on some aspects of 
life insurance trusts particularly dan- 
gers arising from the existence of a 
principle of law known as the rule 
against perpetuities. Agency Assistant 
H. W. Florer of the home office talked 
on modern trends in accident insurance, 
especially as it applies to earned in- 
come, of which it is the primary pro- 
tector. Mr. Florer revealed that the 
company’s new paid accident premiums 
for the first seven months of 1931 ex- 
ceeded the new paid business of the en- 
tire year of 1930. 


Advertising Results Told 


Others who spoke at Monday’s ses- 
sion were C. V. Pickering, advertising 
manager, “Net Results from Our Na- 
tional Advertising’; Frank Plaisted, C. 
L. U., of Omaha, “An Organized Sales 
Presentation — The Family Income 
Plan”; L. O. Kinne, assistant secretary, 
“Contingent Beneficiaries and Optional 
Modes of Settlement”; D. R. Mason, 
assistant superintendent of agencies, 
“Netting Results with the Family In- 
come Policy.” 

At the following day’s session N. M. 
DeNezzo, agency assistant, gave some 
thought-provoking figures and conclu- 
sions on the very timely subject of 
lapses and conservation. 

“There are many life underwriters 
who pay a monthly tax of $75, year in 
and year out, without a murmur of pro- 
test—probably because they don’t real- 
ize they are paying it,” said Mr. 
DeNezzo. “It’s another illustration of 
the principle long known and used by 
politicians: men will pay almost any 
tax without complaint if it comes in- 
directly. This lapse tax is far more 
serious than some salesmen realize.” 


Cammack on Group 


E. E. Cammack, vice-president and 
actuary, spoke on the various aspects 
of group insurance and the ways in 
which it could be made to pay hand- 
somely rather than being a side issue. 

Other speakers at this session were 
H. L. Kendrick of Houston, F. W. 
Vaughn of Chester, S. C., R. H. Pierce 
of the home office, F. G. Swoboda of 
Milwaukee, F. N. Strickland of Wash- 
ington, D. C., and A. P. Shugg of St. 
Louis. 




















September 25, 1931 


LIFE INSURANCE EDITION 











A.L.C. Program Is 
Given This Week 


Complete Details of Pittsburgh 
Meeting Plans Are Made 
Public 


LEGAL SECTION IS FIRST 


Golf Tournament and Other Entertain- 
ment Features in the Hands of a 
Capable Committee 


The complete program for the Ameri- 
can Life Convention to be held at Pitts- 
burgh Oct. 5-9 is made public. The 
program covers not only the general 
sessions but also meetings of the legal, 
agency, financial and home office man- 
agement sections. 

First is the legal section meeting both 
morning and afternoon Oct. 5, with a 
luncheon, and continuing the next day. 


The first general session is Wednesday 
morning, and another in the afternoon. 
The financial, agency and home office 
management sections meet that evening 
at 8 p. m. 

Another general session will be held 
in the morning Oct. 8. The luncheon 
for state vice-presidents follows, and 
also a separate luncheon for members 
interested in forming an advertising 
section. Another general session will be 
held in the afternoon and the banquet 
that night. Friday morning the agency 
section will meet. An executive session 
will be held in the afternoon, followed 
by adjournment. 

The annual golf tournament is to be 
held Monday and Tuesday, J. Fairlie, 
Abraham Lincoln Life, being chairman. 

The detailed program is: 

MONDAY, OCT. 5 
Legal Section 


Chairman Frank W. Wozencraft, pre- 
siding. 

10 a. m.—Address of welcome, W. H. 
McNaugher, judge common pleas court, 
Allegheny county, Pa. 

Opening remarks of chairman, Frank 
W. Wozencraft, general counsel South- 
land Life, Dallas. 

“Review of Recent Life Insurance De- 
cisions,” Byron K. Elliott, manager and 
general counsel, American Life Conven- 
tion, St. Louis. 

“The Assignment Route or Beneficiary 
Route to Insurance Trusts,” C. Petrus 
Peterson, general counsel Bankers Life 
of Lincoln, Neb. 

Chairman of round table discussion: 
William A. Vinson, general counsel Great 
Southern Life, Houston. 

12:30 p. m.—Luncheon for members of 
legal section and their guests: Walter 
F. Seay, general counsel Southland Life, 
Dallas, speaker. 

2 p. m.—“The Effect of the Incontest- 
able Clause Upon the Reinstated Policy,” 
James C. Jones, Jr., associate general 
counsel American National Assurance, 
St. Louis. 

Chairman of round table discussion: 
Allen E. Brosmith, attorney Travelers, 
Hartford. 

“The Contractual Right of Reinstate- 
ment,” W. Colquitt Carter, Bryan, Mid- 
dlebrooks & Carter, Atlanta, Ga. 

Chairman of round table discussion: 
F. A. Sloan, general counsel Bank Sav- 
ings Life, Topeka, Kan. 

Review of Legislation and Depart- 
mental Action,” Ralph H. Kastner, at- 
torney American Life Convention, St. 
Louis. 

TUESDAY, OCT. 6 
Legal Section 

Chairman Frank W. Wozencraft, pre- 
Siding. 
an S m.—“To what extent may entry 
; nfectious germs into the human sys- 
= be deemed an accident under the 
tales indemnity clause?” William Mc- 

y, gen 
Chicago nn counsel Old Colony Life, 
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Livingston New Head of 


Insurance Commissioners 





W. A. TARVER WAS ADVANCED 





Organization Will Hold Its Midyear 
Meeting in New York 
City Dec. 8-9 





President—C,. D. Livingston, Michigan. 

First Vice-President—W. A. Tarver, 
Texas. 

Second Vice-President—G. W. Brown, 
Minnesota. 

Secretary—J. G. Read, Oklahoma, 

Chairman Executive Committee—D, C, 
Boney, North Carolina. 

Executive Committee—G. 8S. Van 
Schaick, New York; 8. A. Olsness, North 
Dakota; J. B. Thompson, Missouri; R. C. 
Clark, Vermont; H. W. Hanson, Illinois; 
Theo. Thulemeyer, Wyoming. 

Place of Midyear Meeting—Pennsyl- 
vania Hotel, New York City, Dec. 8-9, 


At the closing session of the National 
Convention of Insurance Commissioners 
at Portland, Ore., C. D. Livingston of 
Michigan was elected president unani- 
mously. In fact there was no opposition 
to any of the newly elected officials. 
Hanson of Illinois placed Mr. Livingston 
in nomination. Clark of Vermont nom- 
inated Judge Tarver. Horswell of South 
Dakota nominated Mr. Brown for sec- 
ond vice-president. Livingston of 
Michigan nominated Major Boney. 


Exchange of Courtesies 


As Judge Tarver moves up to the 
second vice-presidency he becomes ex- 
officio a member of the executive com- 
mittee. For the vacancy Fishback of 
Washington and Van Schaick of New 
York were put in nomination. Both 
men paid high tribute to each other. 
Each expressed a wish to withdraw his 
name. Finally Mr. Fishback prevailed 
and the Empire State superintendent 
was chosen. The other five were re- 
elected. 

Judge Tarver moved the vote of ap- 
preciation of the services of President 
J. G. Read and Secretary A. S. Caldwell. 
Following Mr. Read’s retiring address 
as president, he was called on by the 
new president to give an inaugural ad- 
dress as secretary. 

Commissioner Bowles of Virginia in- 
troduced the resolution of appreciation 
for the Portland people and their hospi- 
tality. 

Meeting Places 

The executive committee voted to 
hold the midyear meeting at the Penn- 
sylvania Hotel, New York City, Dec. 
8-9. It is expected the next annual 
meeting will be held at Dallas as Judge 
Tarver is urging such action. If that 
be the case, Dallas will be the meeting 
place with the entertainment at Gal- 
veston. 


Elizur Wright Memorial 


The committee appointed to consider 
a suitable memorial to Elizur Wright, 
first Massachusetts commissioner and 
father of the present nonforfeiture sys- 
tem, approved the suggested plan, sug- 
gesting that the legal reserve companies 
and their organizations cooperate to this 
end. 


Minnesota Federation Sets 


Sept. 29 for Annual Meet 





The executive committee of the In- 
surance Federation of Minnesota has 
chosen Sept. 29 for the 1931 annual 
meeting. It will be in the Minneapolis 
athletic club, and will open with a com- 
plimentary luncheon. This will be fol- 
lowed by a short business session and 
election of officers. There will be no 
long set speeches, instead, opportunity 
will be given to present pertinent sub- 
jects from the floor and discuss them 
informally, President H. H. Matteson 
and Secretary C. B. Helm announce. 








Valuation Qusstinn Looms 
Up with Commissioners 





WILL STUDY THE PROBLEM 
Sub-Committee Will Investigate the 
Various Aspects and Will Report 
at the New York Meeting 





At the meeting of the valuation com- 
mittee of the National Convention of 
Insurance Commissioners of which Su- 
perintendent Van Schaick of New York 
is chairman, held in connection with the 
annual convention at Portland, it was 
voted to appoint a sub-committee to 
consider the question of valuation of 
securities for the Dec. 31 statements. 
It will study the issues involved and a 
report will be made at the December 
meeting of the commissioners. In the 
meantime insurance companies will be 
on the anxious seat as to what figures 
will be used. 


Divergence of Opinion 


There is much divergence of opinion 
as to what course should be pursued. 
A strict valuation would put some com- 
panies on thin ice. It is argued that 
companies buy securities for the most 
part for investment and not for specula- 
tion. This is particularly true with life 
insurance. If securities were placed on 
the market at a forced sale, that would 
be one thing. If they are bought to be 
held, that is another. Values will come 
back at least in part. 


Methods Favored 


Some commissioners favor a five year 
average or to value on the amortization 
plan. At any rate, considerable leniency 
will have to be used or some companies 
can not make the grade. If a company 
can work out successfully if given time 
most commissioners are willing to lend 
support. This is a trying year and state 
officials are inclined to be tolerant. 


B. A. Dugal Is New Head of 
Canadian Superintendents 





B. A. Dugal of Quebec is the new 
president of the Association of Super- 
intendents of Insurance of the Prov- 
inces of Canada. He succeeds R. Leigh- 
ton Foster, Ontario superintendent. 
The vice-president is Charles Heath, 
Manitoba; secretary-treasurer is Mr. 
Foster. 

Vancouver, B. C., was recommended 
as the tentative meeting place of next 
year’s conference. 


Continental National Plans 


The Continental National Life has 
called a special meeting of stockholders 
in Denver Oct. 17 to vote on an increase 
in capital to $250,000. 





Time for Dividend 











An illustration of what ills beset 
a company was given by A. 
Fletcher, deputy insurance commis- 
sioner of North Carolina, in his talk 
before the Industrial Insurers Con- 
ference, Investigating a charge of 
twisting he asked a witness, an old 
darky woman, if the accused had 
knocked the little company and if 
he had tried to get her to drop her 
policy and take one with him. She 
said: 


“Yassah, Cap’n he sho’ did. He 
say the little ole company gwine to 
bus’ and I better get out of it.” 

“Well,” I said, “did you drop 
your policy?” 

“"Deed I didn’t. Not me. I says 
to myself, sez I, it’s about time for 
me to get my dividend. So, I went 





to bed and sent for my doctor.” 


Industrial Men 
in Annual Meet 





Over-Insurance Emphasized as 
Serious Trend in A. & H. by 
President Kendall 


BURR ELECTED NEW HEAD 


Statistical Committee Report Shows 
Wide Range of Claim Ratios— 
U. S. Figures Considered 


Growth of a better spirit of coopera- 
tion between companies represented in 
the Industrial Insurers Conference was 
noted by retiring President George R. 
Kendall of Chicago, president Washing- 
ton National, at the three-day confer- 
ence convention in Asheville, N. C. E. 


T. Burr of Raleigh, actuary Durham 
Life, was elected president. 
Other new officers are: Vice-presi- 


dent, J. R. Leal, secretary Inter-State 
Life, Chattanooga, Tenn., aud secretary- 
treasurer, Peyton W. Joncs, Bankers 
Health & Life, Macon, Ga. R. ; 
Dobbs, vice-president Industriai Lite & 
Health, Atlanta, was elected chairman 
executive committee. 


New Committeemen 


Five new members were elected to 
this committe for one-year terms, Mr. 
Kendall, G. W. Munford, secretary 
Home Security Life, Durham, N. C., 
and retiring secretary-treasurer of the 
conference; Frank E. Jennings, presi- 
dent Peninsular Company, Jacksonville, 
Fla., and C. S. Drake, Empire Life & 
Accident, Indianapolis. 

Those retaining places on tne com- 
mittee are: Mr. Dobbs, pron:oted to 
chairman; C. A. Craig, president Na- 
tional Life & Accident, Nashville; P. 
M. Estes, Nashville, general counsel 
Life & Casualty, and W. R. Lathrop, 
secretary-treasurer Southern Life & 
Health, Birmingham. : »~ 

Major A. L. Fletcher, Raleigh, N. C., 
deputy commissioner North Carolina, 
spoke in the opening session. Mr. Ken- 
dall gave a vital address in which he 
stated over-insurance was the greatest 
evil in industrial health and accident 
today. He said whereas in early days 
companies adhered to the underwriting 
principle of issuing no more than a 
weekly premium of 25 cents on males 
and 15 cents on females, today some 
companies are issuing as high as $1 on 
males and 75 cents on females, with the 
limit generally in the neighborhood of 
50 cents and 35 cents respectively. 


Sees It a Bad Trend 


“We all know from experience,” Mr. 
Kendall said, “that smaller weekly pre- 
miums show a better persistency, as well 
as a better percentage of collections and 
a more favorable claim record. Over- 
insurance is a situation that we have 
created ourselves; it is of our own 
making. It logically follows that if it 
is to be remedied we must do it our- 
selves. 

“Most of the companies composing 
this conference give little or no consid- 
eration in passing on an application to 
the amount of insurance carried by the 
applicant in other companies, so long 
as the applicant has not exceeded the 
limit allowed by the particular company 
issuing the policy. Furthermore, no re- 
strictions are placed in our policy con- 
tract as to the limits of total amount of 
indemnity carried in all companies. 

“It is true that we have in the past 
given good consideration to the placing 
of a pro-rating clause in the health and 
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‘GOOD SHIPS: Only ‘‘stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every ‘“‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 
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Several Promotions Are 
Made in Metropolitan Life 





ECKER MAKES ANNOUNCEMENT 





George, Barry, F. W. Ecker, Dr. Dub- 
lin, Wright, Armstrong and Others 
Move Up a Step 





NEW YORK, Sept. 24.—A number 
of new appointments by directors are 
announced this week by President. F. H. 
Ecker of the Metropolitan. They are: 

H. W. George, treasurer, to second 
vice-president in charge of investments. 

F. W. Ecker, assistant treasurer, to 
treasurer. 

H. C. Hagarty and Lawrence Wash- 
ington, formerly of the reasurer’s staff, 
to assistant treasurers. 

H. D. Wright, superintendent of 
agencies, to third vice-president in 
charge of the Canadian head office at 
Ottawa. 

Donald B. Armstrong, M. D., fourth 
vice-president, to third vice-president in 
charge of policyholders’ health and wel- 
fare. 

L. I. Dublin, Ph. D., statistician, to 
third vice-president and statistician in 
charge of public health relations. 

J. V. Barry, fourth vice-president, to 
third vice-president. 

J. C. Knight, fifth vice-president, to 
third vice-president. 

F, J. Geist and H. I. Dohrman, assist- 
ant secretaries, to assistant comptrollers. 

W. J. McConnell, M. D., of the pol- 
icyholders’ service bureau, to assistant 
medical director. 

Dr. Armstrong and Dr. Dublin will 
carry on the company’s welfare work 
which was formerly directed by the 
late Dr. L. K. Frankel. 

Mr. Ecker also announced that the 
company’s sales territories which have 
been organized under two divisions will 
be merged under the direction of Sec- 
ond Vice-president E. H. Wilkes and 
that field education and sales promotion 
for all territories will be handled sepa- 
rately by Third Vice-president H. E. 
North, now in charge of the Canadian 
head office, who will henceforward be 
located at the home office here. Mr. 
Wright will succeed him in Canada. 


Rejects Claim for $60,000 


U. S. District Judge Charles Davis of 
St. Louis has upheld the ruling of Con- 
way Elder, special master in the Interna- 
tional Life case, rejecting the claim of 
W. M. Hopkins, Chicago attorney, for 
$60,000 which he claimed he paid to 
Roy C. Toombs, former president, for 
1,000 shares of stock in the Interna- 
tional. Judge Davis overruled an ex- 
ception filed by counsel for Hopkins. 


Hopkins originally testified he pur- 
chased the stock from Toombs with 
money borrowed from the Sheridan 


Trust & Savings Bank of Chicago, and 
that after the collapse of the Interna- 


tional and its holding concern he 
discovered the stock represented an 
over-issue. He stated the stock was 


turned back to Toombs to be used in 
making a $30,000 loan and was never 
returned. 

The master recommended rejection on 
the basis that Hopkins was negligent in 
relying on Toombs’ representations 
without a separate inquiry. 


Fidelity Mutual Leaders 


Maurice Strauss of Newark is presi- 
dent of the Leaders Club of the Fi- 
delity Mutual Life, which held its con- 
vention at Colorado Springs. J. B. 
Campbell of St. Louis is vice-president; 
F. L. Bettger, Philadelphia, second vice- 
president; C. M. Hunsicker, Philadel- 
phia, secretary, and Karl Collings, Phila- 
delphia, treasurer. 


The Pan-American Life has been ad- 
mitted to Maryland. 
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Barry Elevated Ee 











J. V. BARRY 

Mr. Barry, amiable fourth vice-presi- 
dent of the Metropolitan, who has 
“barnstormed” the country for many 
years as one of the most confirmed con- 
ventioneers in insurance, has been hon- 
orei by promotion to third vice-presi- 
dent. 





Embry Agency of Equitable 
Holds Its Annual Meeting 





KANSAS CITY, MO., Sept. 24— 
There was a 30 percent larger paid qual- 
ification for the annual agency meeting 
of the A. M. Embry agency Equitable 
of New York at Excelsior Springs, Mo., 
than a year ago, yet more than 140 
agents attended. Thomas I. Parkinson, 
president, on his ‘first trip to the agency 
was the principal speaker. 

Others were H. J. Rossman, assist- 
ant to Vice-president W. W. Klingman; 
and C. B. Merriam, banker and presi- 
dent Central Trust Company, Topeka, 
Kan., who said the Equitable had paid 
back to Kansas 15 times as much as it 
ever has taken out; that life companies 
have been large factors in upbuilding 
the middle west, and that his invest- 
ment in life insurance in the past 25 
years had been the soundest he ever 
made. 

H. T. Wright, “millionaire” producer 
for the Equitable at Chicago; and E. L. 
“Kit” Carson, agency manager Equi- 
table at Milwaukee, also were on the 
program. 

There was a golf tournament, won by 
R. T. Beard, Topeka; ladies’ bridge 
tournament, horse shoe, and a dinner 
dance. Mr. Embry presided over ses- 
sions. 


Launch Home Union Life 


The Home Union Life has been in- 
corporated at Springfield, Ill. as a legal 
reserve company with a capital stock 
of $125,000. The following are the in- 
corporators: A. P. Garber and L. R. 
Irwin, Chicago; P. H. Garber, Peoria; 
Mack Sparks, Mattoon; R. E. Garber, 
Peoria; J. S. and T. D. Crawford, Bat- 
tle Creek, Ia.; and W. H. Schnepp and 
Noah Gullett, Springfield. 


Home Life General Agents Meet 


NEW YORK, Sept. 24.—The Home 
Life of New York conducted a regional 
meeting of its general agents in this 
city, at which sales plans tor the 
fall campaign were outlined. A sim 
ilar regional convention was held ft 
cently in Chicago. 


The American Insurance Union, 8 
Columbus, O., has been licensed in 
nois. 
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Group Sessions to Feature 
Sales Research Convention 





TWO FEATURES ANNOUNCED 





Joint Meeting to Be Held with Life 
Agency Officers in Chicago 
Oct. 27-29 





HARTFORD, Sept. 23.—Two special 
features which will give the program for 
the joint meeting of the agency execu- 
tives of the member companies of the 
Life Insurance Sales Research Bureau 
and the Association of Life Agency Of- 
ficers, which will convene in Chicago 

. 27, unusual value, have been an- 
nounced by John Marshall Holcombe, 
Jr. One is an extra half-day devoted to 
subjects of special interest to particu- 
lar groups. The other is an arrange- 
ment for arousing and making possible 
such discussion of topics as will enable 
each individual to get the views of men 
with problems similar to his own. 


Two Meetings Planned 


Two separate meetings will be held 
Oct. 27. H. G. Kenagy, assistant man- 
ager of the bureau will lead an educa- 
tional conference for the discussion of 
training problems. The subjects an- 
nounced for this session are “Training 
Established Agents” and “Getting the 
Educational Program Across.” The sec- 
ond main session, which will be de- 
voted to “Costs,” will be featured by a 
study presented by L. S. Morrison of 
the bureau staff. This is the result of 
an investigation by the Research Bu- 
reau, undertaken mainly through the co- 
operation of Canadian companies, but 
which will be worth while to all per- 
sons interested in costs and profits. W. 
Carlisle, superintendent of agencies Mu- 
tual Life of Canada, will be chairman 
of the “Costs” session. 


Small Group Sessions 


The second special feature is an ar- 
rangement whereby the principal sub- 
jects on the program can be discussed in 
small groups formed by dividing com- 
panp representation according to com- 
pany size. Beginning at lunch on each 
day, and for two hours thereafter, four 
or five groups, in separate dining rooms, 
each with a competent chairman, will 
discuss the topics of the morning. The 
representatives of the giant companies 
will discuss the subjects in the light of 
their special problems; the representa- 
tives of the large, medium, and small 
companies will do likewise. Chairmen 
for these groups have been announced 
as H. M. Holderness, vice-president, 
Connecticut Mutual; Dr. T. C. Denny, 
president, Central Life of Iowa: S. F. 
Clabaugh, president, Protective Life: L. 
on assistant secretary, Register 

ife. 


Changed Conditions 


Changes in the life insurance business 
due to changed conditions will be dis- 
cussed. Important developments in 
medical underwriting, changes in lay 
underwriting, and actuarial trends will 
be considered in the light of their re- 
lation to the work of the home office 
agency department. What these trends 
are, the changes in organization and 
Procedure of the agency department 
made necessary by them, will be dis- 
cussed by men who have earned inter- 
national recognition as brilliant students 
and practical executives. These men 
are not agency officials, but home office 
underwriters, actuaries, and general ex- 
ecutives, who appreciate the problems 
of the agency department. “Trends in 
Onn Underwriting.” “Trends in Medical 
piderwriting “Actuarial Trends,” 
Disability Underwriting”—all in rela- 
ion to the work of the agency depart- 
ment are subjects which will be ably 
pean by experts in these various 


Progress in man power development 
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Program for I. A. C. Life 
Group Program Is Ready 


CANADIANS TO GREET VISITORS 





Wide Range of Subjects Relating to 
Insurance Publicity at Toronto 
Meeting Oct. 4-7 





Members of the Insurance Advertis- 
ing Conference will be welcomed to the 
Dominion at the first session of their 
annual convention at the Royal York 
Hotel, Toronto, Oct. 5, by three noted 
men. H. R. Stephenson, F. A. S., A. L. 
A., president Canadian Life Insurance 
Officers Association and general man- 
ager Crown Life, will extend a welcome 
on behalf of Canadian insuranme men. 
Col. Hanford MacNider, minister pleni- 
potentiary of the United States to Can- 
ada and past national commander 
American Legion, as well as an officer 
of distinction in the world war, will 
greet his countrymen. or é 

Another speaker at the beginning of 
the opening day’s program will be 
George H. Harris, supervisor of field 
service, Sun Life, Montreal, who will 
speak on “Advertising—An Asset or a 
Liability?” 

Life Group Program 


Following the address the conference 
will settle down to routine work. The 
program for the life group sessions 1s: 


First Day, Oct. 5 
1-3—-LUNCHEON for life group mem- 
bers (executive session), Larry J Ev- 
ans, assistant secretary Register Life, 
Davenport, Ia., report special committee 
on “The Future of the Life Group.” 

35—A WORD OF WELCOME (open 
session), greetings from Canadian Life 
Insurance Advertisers Association, 
President A. Cawthorne-Page, publicity 
manager Metropolitan, Ottawa. 

“Long-term Planning of Sales Promo- 
tion,” E. P. Hermann, advertising man- 
ager Lincoln National, Fort Wayne, Ind. 

“Sales Promotion from the Viewpoint 
of an Agency Executive,” E. Sparver, 
director of agencies Reliance Life, Pitts- 
burgh. 

“Getting Agency Department Coopera- 
tion,” Bart Leiper, manager of pblicity 
and advertising Pilot Life, Greensboro, 
N. C 


“Place of Sales Promotion in the 
Agency Department,” speaker to be an- 
nounced. 

Sound Movies, courtesy of Rex B. Ma- 
gee, advertising manager Lamar Life, 
Jackson, Miss. 

“Part Advertising Department Can 
Play in Conserving Business,” William 
Clendenin, American Conservation Com- 
pany, Chicago. 

“Promoting Conservation with Pic- 
tures—Call a Lapse a Lapse,” F. J. 
Price, Jr., publicity manager Prudential. 


Second Day, Oct. 6 


9:30 a. m., Committee Reports (execu- 
tive session). 

(a) “Advertising of Unauthorized 
Companies,” Henry H. Putnam, publicity 
manager John Hancock, Boston. Mr. 
Putnam will also discuss briefly the re- 
cent ruling of the New York insurance 
department regarding the use of the 
word “deposit.” 

(b) “Proselyting Agents,” Bart Lei- 
per, manager publicity and advertising 
Pilot Life, Greensboro, N. 4 

(c) “Frontier Defense,” E. FP. Her- 
mann, advertising manager Lincoln Na- 
tional. 

(ad) “Distribution of Advertising Lit- 
erature,” B. N. Mills, secretary Bankers 
Life, Des Moines. 

10 a. m. (Open Session), “What I 
Would Do If I Were a Life Insurance 
Advertising Manager,” Paul Speicher, 
associate editor R & R Service, Indian- 
apolis. 

“What the Advertising Department 
Expects of the Field Force,” William 
Wallace, vice-president Life Insurance 
Advertisers Association, supervisor field 
service Confederation Life Association. 
“What the Field Force Expects of the 
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the report of M. Albert Linton, of the 
Provident Mutual, aroused such interest 
that six large companies agreed to co- 
operate this year in a much more elab- 
orate investigation of the subject. The 
committee in charge of the study prom- 
ises a most valuable addition this year 
to the data and conclusions previously 








The Leaders Advertise 


Last year the ten life companies which closed 
1930 with the largest amount of insurance in 
force were: 


Mutual Life of New York 
Prudential Northwestern Mutual 
New York Life Aetna Life 

Equitable Life of N. Y. John Hancock 

Travelers Sun Life of Canada 


Metropolitan 


Every one of these is a consistent advertiser in 
The National Underwriter. They all advertise, 
not in an indifferent ‘‘I suppose we ought to”’ 
sort of way, but with attractive carefully pre- 
pared copy, and in space large enough to attract 
attention. 


This should imy ress the non-advertising com- 
panies more than anything we can say. These 
big organizations are the recognized leaders, 
doing the largest business. They wield the 
most influence and have the greatest prestige. 
Their standing and importance is unquestioned. 


If any group of companies could “get along”’ 
without advertising in The National Under- 
writer this is it. But these companies have no 
intention of attempting any such thing. They 
make all of their expenditures carefully and 
only after proper consideration. They know 
the wisdom and importance of consistent ad- 
vertising. Their advertising policy should be 
food for thought for the non-advertising com- 
panies, many of which have the mistaken idea 
that they are saving money by not advertising. 
What the leaders do is worth considering care- 
fully. They are not the leaders by accident. 


(Number 6 of a series devoted to the 
merits of National Underwriter advertising) 


The National Underwriter 


The leading weekly insurance newspaper 


C. M. CARTWRIGHT 
Managing Editor 


E. J. WoHLGEMUTH 
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continues to be of interest. Last year 
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A Complete Kit 
For the Live Salesman 


A modern, up-to-date policy con- 
tract for every type of prospect— 
Life, Accident & Health, Group and 
Salary Savings. A multiple line that 
makes selling both profitable and 


pleasing. 


The Moslic line includes Juvenile 
Policies with insured premium fea- 
ture; New Family Income Policy; 
Thrift policies; Mortgage Protec- 
tion Policies; Educational Policies; 
Insurance with Income; Old Age 
Endowments, and many others 


equally attractive. 


Representatives of the 
State Life enjoy the hearty coopera- 
tion and assistance of a thoroughly 
organized Field Service Depart- 
ment, and the Company’s Producer’s 
Clubs are a constant source of in- 
spiration and inducement to increas- 


ing success. 


With Home Office in St. Louis, “the 
City Surrounded by the United 
States,” prompt, efficient underwrit- 
ing and Agency service is assured. 


A Billion and a Quarter of Insurance 


in Force 


A Good Company to Represent 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


HILLSMAN TAYLOR, President 


ST. LOUIS 


Life - Accident - Health- Group - Salary Savings 





Lincoln National Bringing 
Out Participating Forms 





ISSUING THREE CONTRACTS 





Ordinary Life, 20-Pay and Endowment 
at 65 Carry Low Rates—Dividend 
Scale Is Given 





The Lincoln National of Fort Wayne 
issues the surprising announcement that 
it is bringing out a line of participating 
forms. It makes the following state- 
ment: 

“In selecting ordinary life, 20-payment 
life and endowment at age 65, it is 
thought that three of the most popular 
and useful forms have been chosen. The 
new participating contracts are placed 
on the market not that they may take 
the place of or supersede our non-par- 
ticipating policies, but purely as a sup- 
plement to these forms. In other words, 
the sole purpose of this new departure is 
to broaden the field of activity of the 
company’s salesman. 


Low Participating Rates 


“The feature of a participating policy 
is the so-called dividend. Because of the 
fact that our participating premium rates 
are very low, the first dividend will not 
be paid until the end of the second year. 
It is anticipated that an extra dividend 
will be paid at the end of the fifth year. 
The dividends may be used in any of 
the four usual ways: (a) taken in cash; 
(b) applied in reduction of the premium; 
(c) applied to purchase a participating 
paid-up addition to the policy; (d) left 
with the company to accumulate at in- 
terest. 

“We are supplementing the above by 
the use of the dividend to purchase a 
non-participating one-year-term addi- 
tion. That is, the dividend due at the 
end of any policy year may be applied 
to purchase one year term insurance for 
the next policy year. This manner of 
applying dividends has been used very 
little in the past.” 

Cannot Convert Old Forms 


It will not be possible to convert pres- 
ent non-participating forms to the par- 
ticipating plan. Waiver of premium may 
be issued with the new forms but the 
company will not attach the disability 
income clause. 

Rates for the new forms per $1,000, 
with estimated dividends (the minimum 
sold on ordinary life being $10,000, and 
on the other two forms, $5,000), are: 


Age Life Pay at 65 
| eee $13.04 $20.39 15.03 
DE. wtkeee4edee ou 13.33 20.7 15.42 
| ae 13.63 21.13 15.85 
DE tens cakes 13.93 21.52 16.29 
a aeakesnene eat 14.25 21.92 16.74 
RE 14.59 22.33 17.23 
eee 14.95 22.75 17.73 
errr err 15.31 23.17 18.27 
OUND ducts ty dre ok och ch a 15.69 23.62 18.83 
I cect ale ae ah acl 16.09 24.08 19.42 
a? ethacteenaawe 16.51 24.55 20.06 
gS re 16.95 25.06 20.73 
ree 17.42 25.58 21.45 
a veacheassaene 17.92 26.12 22.21 
Oe Vastvesecndwa 18.44 26.70 23.02 
60s eneavesese 18.99 27.30 23.90 
Perper rere 19.60 27.93 24.83 
| RR ec! 20.22 28.60 25.83 
(Pere 20.89 29.29 26.90 
sere, 30.02 28.07 
De axao00s0n0'eo 6" Ae 30.79 29.31 
ee ee 23.13 31.58 30.65 
a eeadeneaws een 23.98 32.43 32.09 
eS 24.87 33.30 33.65 
De caetonacetuut 25.80 34.21 35.34 
Ol) a0 pen GeGden te 26.80 35.17 37.16 
a Guna aaa mae 27.85 36.18 39.14 
MD savéndeeeaune 28.96 37.23 41.29 
a. s«<eedeunvess 30.14 38.33 43.65 
ae vee Giade eae 31.38 39.48 46.22 
GB cdvsccovveded 32.68 40.68 49.05 
pet 34.07 41.93 52.16 
eee rae 35.54 43.25 55.62 
OP sadam tus ee eae 37.09 44.64 59.46 
ae ‘Sages peeednese 38.72 46.09 63.77 
DP -bivnaseode wes 40.44 47.61 68.62 
Pe eraresee: 42.27 49.22 74.14 
7 wseheee web ae 44.18 50.90 80.47 
a snsetdcseseee 46.22 52.68 87.83 
D. osesdusenceud 48.37 54.5 6 
i: aewhacoes wabiee 50.64 56.53 106.76 
ih. <edinse asia ewe 53.03 58.62 

ey, gkstedcunhe bea 55.56 60.82 

a 58.23 63.16 

Tt atte ad ee wate 61.05 65.64 

OO seecseadu@aas 64.02 68.27 
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Gumm Starts Tour of 
National Life Agencies 











The agency department of the No. 
tional Life of Vermont plans to give 
special atten- 
tion this fall 
to the individ- 
ual selling 
problems of its 
agents. On 
Aug. 1. the 
company in- 
augurated a 
series of visits 
around the 
whole circle of 
its agencies. 
Trained home 
office supervi- 
sors will visit K. G. GUMM 
each general 
agency of the company before the end of 
the year. 

Karl G. Gumm, assistant superintend- 
ent of agencies, started Sept. 1 on a 
tour of 22 National agencies, including 
those in Cleveland, Detroit, Chicago, 
Kansas City, Cedar Rapids, Ia., Minne- 
apolis, Denver and all of the west coast 
agencies. He will also attend the Na- 
tional Association of Life Underwriters 
convention at Pittsburgh. 

Other agencies will be visited by Su- 
pervisors Shepard and Brynn and still 
others by various home office executives, 











Reliance Auto Is Sold to 
A. L. Whitmer, Life Official 


The United States General Agency 
Company of Chicago, which owns the 
major interest in the Chicago National 
Life, has purchased the Reliance Agency 
Corporation, which is the attoraey-in- 
fact of the Reliance Automobile insur- 
ance Underwriters of Peoria, Ill. A. L. 
Whitmer, chairman of the Chicago Na- 
tional Life, is chairman of the United 
States General Agency Company and is 
its principal stockholder. 

Whether there will be any change in 
the method of operations of the Reli- 
ance Automobile has not been an- 
nounced. 

The Reliance Automobile was li- 
censed in 1920 as the Reliance Auto- 
mobile Indemnity Exchange and in 1925 
took its present name. In 19239, it rein- 
sured the entire business of the Auto 
Owners Underwriters of Kankakee, Ill, 
and later in that year reinsured the busi- 
ness of the Colonial Casualty Under- 
writers of Peoria. ‘ 

B. G. Moutier has been president of 
the Reliance Agency Corporation; C. F. 
Lauer, vice-president; F. R. Adams, 
treasurer; C. A. Hurst, secretary. 

Total assets, as of Dec. 31, were $102,- 
912; unearned premiums, $27,833; sut- 
plus, $50,939; net premiums written, 
$214,635; loss ratio, 60 percent; expense 
ratio, 64.2 percent. 


Medical Association Covered 
The Life & Casualty of Nashville has 
issued a group policy for the Georgia 
State Medical Association. It is expected 


that the master policy will be between 
$3,000,000 and $5,000,000. 














Dividend Schedule 





—Age 25—— Age 3i— 
See se ids. | eae ee an 
ee 3.20 $3.00 $2.85 $3.38 $3.34 $3.13 
ape % et: eats 3.54 3.58 3.37 
ee 3.41 3.35 3.12 3.70 3.83 3.89 
eee 7.05 6.72 6.32 7.53 7.59 7 
dati 3.63 3.75 3.42 4.13 443 41) 
_ eats 3.72 3.93 3.55 4.31 4.69 Aa 
eee 3.90 4.23 3.78 4.61 6.12 $5 
ae 4.08 4.57 4.02 4.93 5.58 6s 
OE ean s 4.27 4.90 4.27 5.26 6.04 ce 
pial 4.47 5.24 4.53 5.59 6.51 Be 
Lipa 4.67 5.60 481 5.93 6.99 on 
ee 4.90 5.97 5.09 6.29 748 oF 
| Se 5.11 6.34 5.37 6.65 7.99 Oo 
ne aa 5.34 6.74 5.67 7.03 849 OF 
es site 5.57 7.13 6.98 7.42 9.02 Oo 
| et 5.83 7.56 6.30 7.81 9.54 Oe 
i crane 6.08 7.98 6.63 8.22 10.07 By 
On Sed 6.34 8.41 6.96 8.63 10.61 ae 
20 6.62 8.87 7.32 9.05 11.15 10. 
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> Na- 
» give 
H The Equitable is Ad ing 
_ 
| the Cause of Life Insurance 
through 

“ * a e 
ei A Comprehensive and Inclusive Service 
itend- e 
on for Agents and Policyholders | 
uding 
icago, 
finne- 
coast HOME OFFICE CO-OPERATION 
— Expert Field Supervision and Assistance Training Facilities: 
{ = Comprehensive Canvassing Material Preliminary Training Course 
tives, Weekly Agency Periodical Correspondence Course 
— Personalized Letter Service Field Schools 
si Policyholders Service Campaigns Specialist’s Courses 
icial Policyholders Change of Address Service Specialized Sales Service 
aes Home Office Leads for Business A Department of Conservation 
Re Century Clubs and Million Dollar Corps Contributory Group Insurance for Agents 
gency 
nae COMPLETE LIFE INSURANCE AND ANNUITIES 
A. L. 
) Na- An Equitable Policy for Every Need Non-Medical Insurance for Policyholders 
9 Special Business Insurance Material Rural Non-Medical for Non-Policyholders 
oe Corporate and Absolute Owner Form of Policy Disability (Income for Economic Death) 
Reli- Inheritance Tax Service Double Indemnity for Accidental Death 

oe Annuities— Regular Monthly Premium 
= Refund Home Purchase 

1925 Retirement Annuity Bequest Insurance 

im Convertible Policy Salary Savings 
= Educational Fund Agreement Insurance for Women and Minors 
nder- Salary Continuance Agreement Sub-standard Business 
nt of Life Income and Instalment Policies Group Life Insurance 
he Guaranteed Investment Policy ; Group Disability 
108 Preliminary and Initial Term Group Accident and Health 

sitt- Economic Adjustment Policy Group Pensions 
pens Free Health Examination Service for Policyholders 
F 72 YEARS OF LIFE INSURANCE LEADERSHIP... THE FINANCIAL SERVICE OF A BILLION DOLLAR COMPANY 


3 | THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 


UNITED STATES 


THOMAS I. PARKINSON, PRESIDENT 


393 7th Avenue New York, N. Y. 
A Mutual Company with over Two Million Members insured for over Seven Billions 
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Continental Ausanunes to MORE > 


Hold 1-2-0 Club Gathering PROTECTION 
FIELD MEN MEET IN CHICAGO FOR SAME 


NYNL Elaborate Business and Entertainment| CASH OUTLAY 








Program Prepared for General 
Agents and Agents 


General Agents An excellent program has been an- That’s What Your Client 


nounced for the annual meetings of the . 
general agents and managers association Gets in Our New 


and the One-Two-O Club of the Con- “Business Men’s 


have been tinental Assurance of Chicago, to be Special” Life 


held Sept. 30 and Oct. 1-2 at the Con- 
gress Hotel, Chicago. Policy 


_ The first day wll be devoted to a ses- 
e ecte sion of the general agents and man- 
agers, with a business meeting in the 


morning, and following luncheon there 


will be an open session at which Sam A Contract Designed to Ful- 





with the Fleager of R. W. Hyman & Co., asso- fill His Dreams by Giving 
ciation president, will preside. There Him Maximum Protection 
will be talks by company executives 
and a discussion of principles under- Now, When Needed Most, 
lying agency building, led by represen- but with Sufficient Flexibil- 


Grea test Ca re oe oes agents and home office ity to Take Care of His 
cficials. The evening will be spent at iremen 
a theater. The program for the One- Future Require ae 
Two-O Club proper is: 
Thursday Session 


Opening session, presiding officer, G. 


i ee wants for general agents only pkaarens Gt" welcome, President 3. 2 ecpeenaioaing 
, : “Reminiscences of 20 Years with the Term to Age 65—Con- 
those men who have the capacity Continental Assurance,” Eugene Gi Vertible at attained age 
to build substantial agencies. It is a com- who have been with the company during wid aay ag 7 OH 
; its entire life. fy A Oo any 1ré or 
pany for which large agencies can be PI a wing oo + Ba - p Ratenenent plan — Sub- 
built, as has been proven repeatedly. "“[uncheon, nA stantial guaranteed an- 
aa oie tems Afternoon session, presiding omeer, 1.| nual credits on conver- 
anaidates for new general agencies are “Group Life and Accident and Health sion — Guaranteed cash, 
carefully selected. No one is appointed ‘NSHow to Sell $1,000,000 a Year," &.1.| loan or other non-for- 
ed ~ Suen, president 1931-32 One-Two-O feiture values beginning 
to such a position of authority and re- “The Investment Appeal in Selling Life at end of third year and 
sponsibility until he has visited the Home agente weners'| increasing annually — 
Offi : Mi ; me." ge led by D. F. Moore, gen- Usual disability and dou- 
ice In inneapoills. “Closing Tactics,” a discussion led by ble indemnity benefits— 
“a hee Sauk ie tenenitien* L. Investment opportunity. 


vice-president. 


° e \W L. Johnson, 
Perhaps this explains why N“NL has Banquet. a 


Friday Session 





fewer general agencies than any company Presiding officer, H. P. Aiken, superin- where in This Territory 
f j j d | T ae = es dad Health Approach t 
on 4 c ent an Oo 
© Its size an more Ig ones. oa Life unenen” A. M. Holtzman, super- 
remarkably great extent NWNL agencies bg <r Disability Insur- 
° , P . ance,” H. P. Aiken, superintendent of 
are either big or on their way to sub- Agents. 

‘ “The Use of Optional Settlements = 
stantial size. A general agency contract Se ee a ee Se 
: ° . ° “New Tools f New Needs,” D. Mil 
with this company is a valuable franchise. tin ne ee 
“Looking Ahead,” G. F. Claypool, ex- 

ecutive vice-president. 














Luncheon for Two-Five-O Club mem- 


bers. 
Up-to-the-Minute Personal 
Plans for A. L. C. Golfers Accident and Health 
. . J. F. Fairlie of the Abraham Lincoln Policies 
. 09 Coparemnty Life, who is chairman of the golf com- 
, mittee for the American Life Conven- 


tion, advises that the tournament will be 
held at the St. Clair Country Club at a. 
Pittsburgh Monday and Tuesday, Oct. a 























5-6. Monday morning there will be 18 ‘iby } 
ORTHWESTERN NATIONAL I isies ‘csativing play. on the basis of | | 
which the players will be divided into Nh Pp R) ENT 
LIFE INSURANCE COMPANY flights of eight each for match play of : e > | Cy et Beth | 
©. J. ARNOLD. p 18 holes, the preliminary round being LIFE » GIDENT 
Monday afternoon, semi-final round INS € SMPANY 
STRONG~> Minneapolis Minn. ~LIBERAL Tuesday morning and final round Tues- eno eee 
day afternoon. A putting contest will of wah. 
also be held in connection with the qual- “ oT EFF Y 
ifying play Monday morning. 
Arrangements have been made by the ; 6 : 
local entertainment committee for the At 
regular golfers’ dinner at the club Tues- S a 











i SN day evening. at Re 
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James Fieldman Doesn't Sell ‘Policies’ 


S 


ae 


| 
| 
; 
; 








.. . His Methods Sell Insurance 


for Insurance's Sake 


7 


None of your “‘look at our new policy’? methods for Jim Fieldman, the Pan-Amer- 
ican Life man! He puts needs before policies and instead of a ‘“‘two”’ on that “*new 
policy” his sale is a generous portion of an 
insurance program — with opportunity for 
additional sales later. 


Jim Fieldman is a student. He has learned 
that sales based on anything but real need 
are poor ones—for himself and his company. 





. 


*““Why Life Insurance”’ is literally an open 


“ H H > ry’ . >. 
Getting Acquainted with book to Jim. The Pan-American’s new 
the Pan-American training guide booklet by this title has sim- 
Any Pan-American Manager or General plified selling the average man—for all the 


Agent will send you a copy of this book- ont 58 
let or if more convenient you can secure Jims 
one by mailing the coupon. zation. With his interviews created in ad- 


. 


in the company’s agency organi- 





vance through the Pan-American prospect 


Ted M. Simmons, Manager United States Agencies, _- . eee ¥ ie fm 

Sen dpaplte: tit Gayaseune Ceuneen. systems, Jim’s work is largely cut out for 
New Orleans, U. S. A. him and he sells insurance for insurance’s 
Please send me acopy of the booklet “Getting Ac- sake 

quainted with the Pan-American”. ‘ 





oe TED M. SIMMONS, 
a eee ee Manager United States Agencies 














PAN-AMERICAN ‘L INSURANCE CO. 


CRAWFORD H. ELLIS awe USA. E. G. SIMMONS 
President Vice-Pres. and General Manager 
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Organized 
Visual Selling Kit 


The enormous advan- 
tages of Organized 
Presentations and of 
Visual Selling Material 
are no longer ques- 
tioned. 


The Visual Selling 
Kit used by field men of 
the Federal Reserve 
Life contains, among 
other material, complete 
organized visual sales 
presentations for: (1) 
Clean-Up Fund; (2) 
Family Income; (3) 
Educational Provision; 
and (4) Retirement In- 
come. 




























The proper use of 
such material is ex- 
plained thoroughly at 
the REGIONAL 
AGENCY MEET- 
INGS, regularly sched- 
uled at strategic points 
in Ohio, Michigan, In- 
diana and Illinois. 




















THE 


FEDERAL RESERVE LIFE 


INSURANCE COMPANY 
KANSAS CITY, KANSAS 


Mr. Frank M. Hayes, Vice President—Agency Director 

Federal Reserve Life Insurance Co., Kansas City, Kans. 

Sir: I am interested in joining a progressive Agency 

Organization and will appreciate further information 

about your Organized Visual Selling Kit, Regional 

Agency Meetings and other modern Agency plans. 
Sincerely, 


a a a 





























Insurance Is Not 
Sailing Blithely 
McAndless Explodes Popular No- 


tion Institution Free 
from Storm 








IN ASHEVILLE ADDRESS 





Mentions Investment Troubles, Disabil- 
ity Woes, Suicides, Deteriorating 
Class of Business Submitted 





The popular notion that life insurance 
is riding blithely through the economic 
storm was exploded by A. J. McAnd- 
less, vice-president Lincoln National 
Life, in his address before the Industrial 
Insurers’ Conference at Asheville, N.C. 
Because of the depression, Mr. McAnd- 
less observed, companies holding real 
estate mortgages, railroad bonds and 
preferred stocks have a problem. Un- 
derwriting costs are higher, not only 
because of additional expense, he said, 
but because of an increased mortality 
and a probable increased disability rate. 

Business submitted by the field pro- 
gressively deteriorates as the depression 
continues, according to Mr. McAndless. 
One cause is the difficulty of the agent 
in maintaining his usual income. His 
former standards are thrown aside. 
Secondly, persons with impaired finances 
are sold easily. They have recently been 
in a state of opulence and security, but 
are now in straitened circumstances and 
are induced to apply for substantial 
amounts to cover their shrinkage. 


Dangerous Business 


“Their financial situation, investiga- 
tion discloses,’ Mr. McAndless stated, 
“is such that it would be dangerous for 
the company to issue and hence, the 
business is lost to the agent and com- 
pany.” Mr. McAndless recited the ex- 
perience of the Lincoln National as evi- 
dence. Its rejection rate in 1928 was 3.3 
percent by number; in 1930, 4.3 percent, 
or an increase of 30 percent. The rate 
of modification in 1928 was 8.5 percent 
and in 1930, 9.2 percent, or a 10 percent 
increase. 

The average rejection in 1928 was $5,- 
000; in 1930, $7,000. The average modi- 
fied policy in 1928 was about $3,000 and 
in 1930, about $4,000. 

To date, the rejection rate by amounts 
for 1930 is running 6 percent, he said, 
which is a 175 percent increase of the 
1928 rate and the modification rate is 
running 15 percent, which is 170 percent 
greater. The experience by amounts is 
still more unsatisfactory. He pointed 
out that this creates additional expense 
in handling investigations and dealing 
with agency dissatisfaction. 


Mentions Suicide Losses 


Mr. McAndless mentioned the in- 
crease in the percentage of death losses 
classified as actual suicides and others 
classified as accidents which are un- 
doubtedly suicides. He said that as the 
price indices of commodities fall, the in- 
surer’s losses from suicides increase. 
As evidence, he traced the experience 
of 1922, 1926, 1929 and 1930, years of 
declining price indices. In 1922, he said, 
the Lincoln National’s death losses for 
suicide were about 5 percent, while its 
percentage for accidents was 23 percent, 
making a total of 28 percent, which is 
in excess of the company’s average over 
a ten year period by five points. 

In 1926, the percentage of suicide to 
total losses was 13 percent, which was 
150 percent greater than the ten year 
average. In 1929, the percentage was 11 
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Gulf States Life 
Buys a 10-Story 
Building for Home 
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DALLAS, Sept. 24—The Gulf States 
Life of Dallas has acquired the 10-story 
Marvin building in the heart of the 
downtown business and financial district 
and will change the name to the Gulf 
States building. Plans are under way 
to add six floors. The home office now 
occupies the entire 10th floor and the 
home office agency is on the ninth floor. 

The Gulf States has had success from 
the start. It is a little over three years 
old and has over $30,000,000 insurance 
in force. There are over 3,000 stock- 
holders in Texas and 74 of these, m- 
cluding prominent Texans, form an ad- 
visory board representing every section. 
The company has adopted a policy of 
investing its money in all sections of 
the state, thereby aiding in building up 
its institutions. 

Operations Show a Gain 


The Gulf States discontinued the 
stock-with-policy plan and since then its 
new business has been averaging ap- 
proximately $500,000 a month. Figures 
for the first six months of the second 
year show a continuity record of about 
85 percent. This is regarded as an ac- 
complishment at this time of sharp lap- 
sations. The Gulf States has shown 2 
yearly gain of 24 percent on invested 
capital and can now be said to be taking 
its place among the leaders of the more 
newly organized southwestern com- 
panies. : 
Z. A. Marvin is chairman; W. J. Laid- 
law, president; Henry Seeligson, secre- 
tary; Wencker, treasurer, an 
William McCord, actuary. Tom French, 
agency. director, has made a good record 
since going with the company last at- 
tumn, having strengthened field forces 
all over the state. He started a life in- 
surance educational school, which has 
been under the direction of President 
Laidlaw, Mr. McCord and himself. 





Will Appraise Securities 

ST. PAUL, Sept. 24.—Three prom! 
nent St. Paul insurance men have been 
named on a committee to make an ap- 
praisal of securities held in the citys 
sinking fund. They are C. F. Codere, 
vice-president St. Paul Fire & Marine; 
T. A. Phillips, president Minnesota Mu- 
tual Life, and John Seeger, president 





Anchor Casualty. 
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Guests and delegates in attendance at the Builders Club Convention of the Ohio National Life Insurance Company, Edgewater Beach 
Hotel, Chicago, September 2 to 4, 1931 


Group Morale Comments 
Group morale is that power which carries the sales- The following are a few of the comments from the Field: 
man up the steepest hill and over the rough places “IT can truthfully say that the talks given by the members 
to success. Group morale is both the product and of the Ohio National Family could not be excelled by any- 
: ; y 
the producer of cooperation. one, and that much benefit and enthusiasm was derived 
‘ ‘ ‘ ‘ from our meeting.” 
Ohio National Builders Club Convention Ray Hodges, Manager of the Home Office Agency, Cin- 
One evidence of group morale is the high character cinnati, Ohio. 
of the program, for which the ON LI Field F orce 1s “For ten successive years it has been my privilege to attend 
largely responsible, and the spirit of fellowship ex- club-conventions. I am frank to tell you that this one was 
hibited at the recent Ohio National Builders Club far ahead of any I have experienced.” 
Convention. G. S. Kies, General Agent at Lansing, Mich. 
The Builders Club of the Ohio National is com- “The best Convention of the Builders Club that I have ever 
posed of the Company’s leading producers. These attended.” 
producers meet once a year for study of production E. A. Badger, General Agent at Middletown, Ohio. 
problems. The last meeting was held at the Edge- “The Convention certainly was immensely beneficial.” 
water Beach Hotel, Chicago, September 2 to 4. C. C. Knudsen, General Agent at Chicago, IIl. 
Group Spirit at the Convention “The men and the ladies there, we felt, were outstanding 
” in intelligence.” 
The helpful program presented by the agency Field M. D. Cohen, President of the National Thrift Agency, 
Force was of high order. It was supported by Presi- Philadelphia, Pa. : 
dent Appleby and other officers of the Company, and 
by the following three outstanding men in the allied Why It Pays to Tie Up with the 
fields: C. M.,Cartwright, Chicago, managing editor Ohio National 


of The National Underwriter; Mansur B. Oakes, In- . +e tally ; 
dismensiis ereciient of tha tanuenn © & © Gore. Group morale cannot be arti icially produced. It is the re- 
; I » P € € . Ss € sult of service and cooperation that makes for success. 
ice, and Homer Buckley, Chicago, president of the Benefits of group morale is one of the many reasons why 
Buckley-Dement Company. “It Pays to Tie Up with the Ohio National.” 


Salesmen wanted in select locations in the following territory: Illinois, Indiana, lowa, Kansas, Kentucky, Michigan, Missouri, 
Nebraska, Ohio, Oklahoma, Pennsylvania, Texas and West Virginia 


For information as to a policy to fit your need or a salesman’s contract, write— 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO ; 
T. W. Appleby. E. E. Kirkpatrick 


President Supt. of Agencies 
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“When I had Pyorrhea---” 


“Don’t worry. The day Dr. Blank told me I had 
pyorrhea I was scared. I thought it was some kind of 
incurable disease which meant the loss of all my teeth. 
But I didn’t lose one and the pyorrhea is cured.” 


OST people instinctively dread pyorrhea. They know 

that it is an unpleasant disease of the gums and bony 
sockets of the teeth—a disease that causes the gums to recede 
and the teeth to loosen and fall out. 


But they may not know that even more serious than the loss of 
their teeth is the menace to health and even life which may 
follow the absorption into the blood of the poison of pyorrhea. 


There are several causes of pyorrhea. Overfeeding and im- 
proper diet are responsible for the majority of cases. A diet 
lacking milk, green vegetables, fruit and sufficient hard food to 
chew upon so as to bring a free circulation of blood through 
the gums, may lessen the resistance of the tissues to attacks 
by mouth bacteria. 


Several other conditions cause pyorrhea. It may come from 
injury to the gum by the careless use of toothbrush or dental 
floss. An accumulation of tartar at the gum-line may be partly 
responsible. Crooked or missing teeth, ill-fitting crowns or 
bridgework that cause extra strain and pressure on certain teeth 
may bring on pyorrhea. 


Bleeding and tenderness of the gums are usually the first signs 
of pyorrhea and call for prompt action. But in some cases 
these warnings are absent and only X-rays can detect the de- 
struction of the bony socket in which the teeth are held—a 
destruction that may proceed painlessly and relentlessly until 
the teeth are lost and invalidism results. 


In its early stages pyorrhea can be cured by expert treatment, 
and can often be checked even when further developed. But 
if the disease has progressed too far for cure, the affected teeth 
should be removed in the interests of health. 


Visit your dentist regularly and have your teeth X-rayed if he 
advises it, so that in case pyorrhea is developing it may be 
treated before becoming serious. 


The Metropolitan Life Insurance Company will be glad to mail, 
without charge, the booklet “Good Teeth—How to get them 
and keep them.” 


Ask for Booklet 9-NU-31. 


METROPOLITAN LIFE INSURANCE COMPANY 














Discussion of Disability 
at Commissioners Meeting 





The papers read at the convention of 
insurance commissioners at Portland on 
total and permanent disability showed a 
strong opposition to this provision, 
maintaining that it should be in a sep- 
arate contract. Commissioner Brown of 
Minnesota gave a comprehensive review 
of the question and said the companies 
had the bull by the tail and had diffi- 
culty in letting go. Capt. W. E. White 
of West Virginia declared that the com- 
panies had no business to lower life in- 
surance by writing accident and health. 
A contract of this kind, he held, should 
be written separately. It has become a 
burden and an expensive one. Capt. 
White said it was a mistake in the be- 
ginning and this was more apparent as 
time has gone on. It has been used as 
a competitive measure. 


Dulaney’s Paper Read 


Commissioner Reece of Tennessee 
read the paper of Commissioner Du- 
laney of Arkansas who had an appen- 
dicitis operation and could not attend. 
Mr. Reece was a life agent before he 
was made commissioner. He said the 
disability clause had caused him much 
grief. He has had his own policies re- 
written with only the waiver of pre- 
mium used. He has seen the unsatis- 
factory complications arising from the 
more liberal provisions. Mr. Reece de- 
clared that when he retired from public 
life he intended to return to life insur- 
ance and he would connect, he an- 
nounced, with a company that did not 
write disability. The agents have popu- 
larized disability but he feels policy- 
holders do not realize the possible dan- 
ger. Some, he stated, want to become 


pensioners and let others pay the bill, 
It has no place in the life contract, in 
his opinion. Mr. Reece asserted it was 
the duty of the commissioners to create 
proper public opinion on the subject. 
Comment by Porter and Fishback 


Commissioner Porter of Montana op- 
posed the action of the convention at 
Toronto. He said the companies volun- 
tarily entered this line, got into a bad 
mess and then wanted the commission- 
ers to correct the mistake. 

Commissioner Fishback of Washing- 
ton stated the convention was not con- 
sulted by the companies when they en- 
tered this field. They got hold of the 
bull’s tail and are now afraid to let go. 
He declared the companies now want 
the commissioners to take hold of the 
tail. He said the commissioners should 
not be asked to pull the chestnuts out 
of the fire for the companies. They have 
the power and should reform their own 
contracts. 

Loans on Improved Realty 


Superintendent H. L. Davis of the 
District of Columbia in a discussion told 
of the need of care and_intelligence in 
making loans on improved realty. Much 
loose loaning has been done and the 
loaners are holding the bag. Many 
loans, he stated, had been made on the 
size rather than the quality of the prop- 
erty, he thinks. Frequently buildings 
have been constructed to sell. They 
make a fine external appearance but 
they have been flimsily built. The re- 
sult is that repairs are costly and up- 
keep expensive all of which raises 





doubtful questions. 








Get Results Despite Times 





Vice-President Buckner of the New 
York Life in commenting on the mem- 
bership of the $200,000 club calls atten- 
tion to some features that are of inter- 
est in this day of peculiar business con- 
ditions. The strength and position in 
the club rests not only on volume of 
business but number of applications paid 
for. Mr. Buckner says that it is better 





business to have 50 persons at risk for 
$200,000 each than to have $100,000 at 
risk on a single life. There were ten | 
men in the official family who rounded | 
up 1,392 medium sized applications for 
$3,252,680. 

Took “De” Out of Depression 


Mr. Buckner calls attention to Fred 
Hammerquist, who found people in 
South Dakota who could pay for 232 
applications for over $356,000. Then A. 
J. Norton in grain growing Nebraska, 
with only four applications less, reported 
$312,000. H. G. Mickle of Detroit, 
which is considerably depressed owing 
to the industrial condition, landed 202 


applications for over $317,000. J. P. 
Mendonca of California had 190 applica- 
tions for $301,000. 

He cites the experience of A. T. 
Noone of the Seaboard office in New 
York City. He was formerly office boy 
for the late Vice-President George W. 
Perkins at the home office. For a num- 
ber of years he was engaged in other 
lines. When the depression hit him he 
went into the field with a New York 
Life rate book January a year ago. Dur- 
ing 1930 he produced 24 applications for 
$158,250. Now in less than his second 
year he qualifies as a member of the 
$200,000 club for 50 applications for over 
$200,000. 

These are encouraging incidents in a 
time when men are liable to be de- 
pressed. Another man to which atten- 
tion is called is E. Little of the 
Seattle branch, who lives in a town of 
1,100 people in Washington. He is a 
member of the $200,000 club with 104 
applications, a record which is consider- 
able remarkable. 








Revamping American Union 
Life Is Bringing Results 





Reorganization of the American 
Union Life of St. Joseph, Mo., which 
took place about the first of the year, 
has resulted in causing the company to 
make unusual progress. Victor M. 
Shewbert, who was brought in as su- 
perintendent of agencies, reports that 
the field force has been entirely re- 
cast, about 200 new men having been 
placed under contract. Offices have 
been established in Wichita, Kansas 


City, Mo., Independence, Mo., St. Jo- 
seph and Omaha. 

The American Union, according to 
Mr. Shewbert, shows an increase in pro- 
duction for the year of about 20Q per- 
cent over the entire year of 1930. 





De- 





Frepertck H. Ecker, PresipeENT ONE Mapison Ave., New York, N. Y. 





spite the great increase in production, 
Mr. Shewbert states that business has 
been added conservatively and a sales 
organization is being constructed on 
substantial ground. 

A complete new agency system has 
been inaugurated, new rate book and 
equipment have been issued. About 8 
percent of the American Union's busi- 
ness is coming from cities. This is re- 
garded as unusual for a company of the 
size of the American Union. 


Peterson to Speak 


C. Petrus Peterson, general counsel 
Bankers Life of Nebraska, and J. © 
Seacrest, publisher Nebraska “State 
Journal,” will be the only outside speak- 
ers at the annual agency meeting of the 
Security Mutual Life of Nebraska Sept- 


25-26. 
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Gieasel Agents of Aetna 
Hold Annual Convention 


NUMEROUS OFFICIALS TALK 


Join With Producing Agents in Visit- 
ing Company’s New Home Office 
Building in Hartford 


NEW LONDON, CONN., Sept. 24. 
—General agents of the Aetna Life held 
their annual meeting here last week fol- 
lowing the International _Regionnaires’ 
convention of the qualifying agents of 
the company which took place earlier 
in the week, the two meetings over- 
lapping Wednesday on the occasion of 
the visit to the new home office build- 
ing when Regionnaires, general agents 
and home office representatives jour- 
neved from New London in buses, re- 
turning the same day after the program 
at Hartford. : 

The time was divided between busi- 
ness sessions and recreation, the latter 
consisting mainly of golf and fishing. 


Harper Makes Hit 


One of the addresses which received 
the closest and most enthusiastic atten- 
tion was that of General Agent W. R. 
Harper of Philadelphia. It received so 
much favorable comment that the com- 
pany plans to send out copies to all its 
ofices. Speaking on “Signs of the 
Times,” Mr. Harper gave an analysis 
of general business conditions in this 
country, why they are as they are and 
what may be hoped for in the way of 
improvement. While warning his hear- 
ers not to put their hopes in any mira- 
cles at Washington, Mr. Harper point- 
ed out a number of reasons why the 
present depression is not so bad as it 
seems and is much milder than previous 
ones. 

L. M,. Cathles Talks 


President L. M. Cathles of the North 
American Reassurance gave some inter- 
esting data on the always-interesting 
subiect of jumbo risks. 

“If we knew the real reason why an 
application for insurance is made we 
should feel much more able to sepa- 
rate the sheep from the goats,” said 
Mr. Cathles, speaking of suicides and 
violent deaths which seem to afflict 
those carrying large lines to a greater 
extent than the average policyholder. 
Selection machinery which is satisfac- 
torv for ordinary sized policies is woe- 
fully inadequate for the jumbo risks. 
Mr. Cathles declared, saying that while 
it might naturally be supposed that the 
wealthy or prominent man would be 
easier to get information about, on ac- 
count of being so well known, the op- 
posite is true. Where a large line of 
insurance is involved human _ values 
seem to change and the very size of 
the case interferes with judgment, the 
speaker said. 


Other Speakers 


Other speakers at the business ses- 
sions were G. V. Austin of Brooklyn, 
W. B. Thomas of Pittsburgh, L. O. 
Shriver of Peoria, and M. L. Seltzer 
of Des Moines. Assistant Vice-Presi- 
dent W. H. Dallas talked on under- 
writing. dealing particularly with big 
risks, disability and the problem of re- 
Jections. 

“Speaking very broadly and generally, 
the companies with the best agency 
forces and the best mortality ratios 
have the smallest rejection rates,” Mr. 
Dallas said. “A high proportion of re- 
lected or rated business may not always 
be the fault of the home office under- 
writer or even of the company’s stand- 
ards and rules,” : 
mR. Cammack, vice-president and 
ot Yy, spoke on the vast possibilities 
it au imsurance, particularly where 
ros Th, linked up with a pension sys- 

. € pension premiums, he point- 





ed out, amount to sizeable sums even 





on cases that would be considered small 
for group insurance alone. 

Assistant Superintendent of Agencies 
J. W. DeForest urged that supervisors 
become more familiar with accident in- 
surance, as agents tend to reflect the 
attitude of their mentors in selling this 
commodity. 

“It yields a substantial return and 
an increasing proportion of this line is 
being produced by life agents,” Mr 
DeForest said. “Indications are that 
this trend will become more marked as 
time goes on.” 

Vice-President K. A. Luther was the 
final speaker at the closing session Fri- 
day. He spoke on “Net Result, the 
Yardstick of Agency Accomplishment.” 





Berkshire Life Convention 


The annual business convention of the 
Rhodes Club, composed of the leading 
producers, of the Berkshire Life, will be 
held at the home office at Pittsfield. 
Mass., Oct. 1-2. 

The club is named in honor of Presi- 
dent F. H. Rhodes, who will welcome 





the delegates. The theme of the con- 
vention is to be “Standardized Work 
and Sales Presentations.” 

ORDER YOUR NATIONAL UNDER- 
WRITER INSURANCE CALENDARS 


now! 





The September Horoscope 
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Six Lectures to Be Given 
to New York Managers 


OPENING SESSION OCTOBER 14 


Members of Sales Research Bureau 
Will Speak Under Auspices of Life 
Managers Association 


NEW YORK, Sept. 24.—The first of 
a series of six lectures to be given by 
members of the Life Insurance Sales 
Research Bureau under the auspices of 
the Life Managers’ Association of New 
York will take place Oct. 14. Others 
will follow on the second Wednesday of 
each month. The series is arranged for 
members of the association or their rep- 
resentatives. It will include talks on 
various phases of agency management. 


Speakers to Be Heard 


J. M. Holcombe, Jr., manager of the 
Bureau, will speak at the opening meet- 
ing, his subject being “Agency Building 


Under Present Conditions.” Other 
speakers will be: November, G. F. Da- 
vies, “Training Established Agents”: 


December, H. G. Kenagy, “Stimulating 
Agents for Increased Production”; Jan- 
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Texas Suspends National Benefit 


AUSTIN, 
Texas board « 
ers has suspe 


D. C., “because 
condition of 


Agency” 


Into 
W. B. Shaw of the 
agency of the 
chairman of the 
mmittee, has arranged 
ings at 6 o'clock 
hour has proven the most generally sat- 


Association the 


great 
that 


olin, “Conservation 
February, 


icreasing the 

icy Operations’ 
or Mr Davies, 
Early 


Life 
Life 


National 


milar meetings were held 
concentrated 
two days of continuous sessions 


were 
anged by the 


borne by those 
was the 
this 
to pay 


TEX., Sept. 
of insurance 
nded the 


the company,” 


Tarver, board chairman 

ORDER YOUR 
WRITER INSURANCE 
now! 


Pride and selfishness are the two great faults of Sep- 


tember born folk. 


Nevertheless, people of this month are invariably 
clever, and they are blessed with so many talents that 
success is open to them in almost any field of work they 


choose. In finances they are keenly shrewd, and when 
they speculate they can be relied upon to get good re- 


turns for their money. 


Originality is strongly marked in September people, 
and inasmuch as the world pays a long price for orig- 
inality, you should make the most of this trait. 


The Sapphire should be worn constantly, and your dress 
attire should have either scarlet or light blue in its 


make-up. 


If you are in the life insurance business but not now 
under contract you should by all means investigate the 


Royal Union's agency proposition. 
you will find it with us. 


¢ 


Royal Union Life Insurance Company 


Seek success and 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board 
J. J. SHAMBAUGH, Pres. 


B. M. KIRKE, V. P. & Field Mgr. 
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NOW! 
More Than Ever Before 








Now, more than ever before, the salesman 
needs the sympathetic co-operation of the Home 


Office staff. 


Officials of the B. M. A. have always realized 
their obligation to the men in the field . . . that 
optimism and sympathy must permeate the or- 
ganization from the head of the Company to 
each individual representative. 


Following one of the recent field schools, a 
new salesman wrote the Home Office as follows: 


“T just completed the school held at Washington, 
Iowa. I must admit I enrolled without much 
enthusiasm, but before I was half way through, 
I was convinced the B. M. A. was the greatest 
organization of its kind in the world... . I have 
been selling insurance for five years, but I did 
not realize there was a company in existence 
that offered their salesmen the co-operation the 
B. M. A. offers.” 


This new salesman recognized in the following aids, 
his opportunity for success: 


B. M. A. Service to 
Policyholders 


B. M. A. Service to 


Salesmen 








Prompt issuing of policies. 
Equitable appraisal of risks. 


A policy for every need. 

A policy for every type of 
risk. 

A policy for every age—from 
one day to 65. 

Complete coverage—life, acci- 
dent, health. 

Life-time Income for dis- 
ability from sickness and 
accident. 


Minimum number of rejec- 
tions. 


Prompt payment of claims. 
Comprehensive conservation 
plan (Including personalized 


letters to Ist year policy- 
holders). 


B. M. A. Sales Co-operation 


Visible Sales Kit—(Salesmaker) 
Circularization of Prospects 

Up to Date Training Methods 
Organized Sales Presentations 
Direct Contracts with Home Office 
Field Schools 





A Distinctive Service for a Discriminating Public. 


Business Men’s Assurance Company 
Kansas City, Missouri 





More than $24,000,000 Paid Policyholders 
Since Organization 











Upward Trend Is Discerned 
in Business During August 


THREE STATES SHOW GAINS 





Average Decrease of 14 Percent from 
August, 1930, Sales However 
Is Reported 





Sales of ordinary life insurance in 
August shows a slight upward trend 
when reviewed in connection with sales 
the first seven months. Figures just 
compiled on August sales by the Life 
Insurance Sales Research Bureau show 
a loss of 14 percent when compared to 
August sales last year. This is a smaller 
percentage decrease than is indicated 
by figures for the preceding seven 
months. 

Sales for 1931 through July were 16 
percent below production for the same 
period in 1930. The somewhat im- 
proved production in the country as a 
while in August is reflected in sales in 
practically every section of the country. 
The east south central states showed 
greatest improvement, while the New 
England section was the only one to 
show more of a loss in August than in 
the preceding seven months, but it con- 
tinues to have better experience than 
the average for the country. 

Gains in Three States 


When August sales are compared to 
August, 1930, no section showed an in- 
crease but gains were recorded in three 
states. The largest increase was in 
New Hampshire, 15 percent. South 
Carolina and Arkansas recorded in- 
creased production. Missouri and North 
Carolina just equalled their production 
last August. Other states showed de- 
creased sales but in many cases percent- 
age loss was less than in preceding 
months. 

The following table gives a compari- 
son of August, 1931 sales to those in 
August, 1930, and also of sales for the 
eight months to the same period last 
year: 
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The figures are compiled by the re- 
search bureau from experience of com- 
panies having in force 88 percent of 
total legal reserve ordinary life insur- 
ance outstanding in the United States. 


Gets New Jersey Issue 


NEWARK, N. J., Sept. 24—The Pru- 
dential has been awarded New Jersey’s 
issue of $20,000,000 of 3.75 percent high- 
way bonds. The Prudential bid directly 
and with a tender of 103.01 exceeded 
the offers of 65 banks and banking syn- 
dicates. The company’s figure repre- 
sents an interest cost to the state of 
3.54 percent. It is the first time in ten 
years that the Prudential has bid di- 
rectly. In view of the competition from 
banking groups, some of them very 
prominent, the Prudential’s victory came 
as something of a surprise to financial 











circles. 





BIRDSHOT 


VS. 


RIFLE 


F VERYONE knows that a rifle 

is more effective than bird- 
shot. Calendars are more effec- 
tive than any other type of ad- 
vertising for the same reason— 
you can concentrate on one spot. 
You can send calendars only to 
the prospects that you know have 
money and concentrate on them. 


Fits Your Selling Needs 


The National Underwriter's 
new 1932 insurance calendar is 
designed especially by insurance 
advertising experts to fit the sell- 
ing needs of insurance men. It 
has a twelve sheet brown roto- 
gravure pad mounted on a col- 
ored back (15!/>x9 inches in size.) 
There are twelve different pic- 
tures — one for each month — 
which both please the eye and 
sell insurance. Under each pic- 
ture is a short, right-to-the-point 
timely sales argument featuring a 
different use for insurance each 
month, 


Your Name Strikes All Eyes 


Your name is printed at the 
top of the back in the latest mod- 
ern type where it strikes all eyes. 
The numerals of the pad are large 
and visible at a distance. 

Calendars are the most effec- 
tive and economical form of ad- 
vertising for insurance men. They 
will be on the job 366 days in 
1932 keeping your name and 
business before your clients’ and 
prospects’ eyes. 


Exclusive Franchises Granted 


Exclusive franchises for The 
National Underwriter Calendars 
will be sold in cities of less than 
100,000 population. If you want 
the exclusive franchise in your 
city you had better make ar- 
rangements right away for re 
serving it. Write today for fur- 
ther information and if you wish 
a complete sample send ten cents 
in stamps. 


The National Underwriter 





A-1946 Insurance Exchange Chicago 


September 25, 1931 
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Snap Shots Taken on the Fly 
at Commissioners’ Meeting | si. ifocnt ite, 


nature, sent by the ladies, was presented 
to Mrs. Rebbins, the 








The Portland local arrangements 
committee for the meeting of the Na- 
tional Convention of Insurance Com- 
missioners under the leadership of Vice- 
President W. C. Shuppel, Oregon 
Mutual Life, did yeoman’s service and 
did a magnificent piece of work. Mr. 
Schuppel 1s a most gracious and versa- 
i st. 
tile ho ay Bag 

Judge B. K. Elliott, general manager 
of the American Life Convention, opened 
official headquarters. Among men promi- 
nent in that organization present were 
President R. J. Giles, Occidental Life of 
Los Angeles; Pesident H. R. Cunning- 
ham, Montana Life; Vice-President F. V. 
Keesling, West Coast Life; Vice-Presi- 
dent W. C. Schuppel, Oregon Mutual 
Life; General Counsel Allen May, Mis- 
souri State Life. 

* * * 

R. S. Tiernan of Kansas City, is a 
triple plated executive. He is president 
of the American Savings Life of Kan- 
sas City and Central Life of Fort Scott, 
Kan., and chairman of the board of the 
Sentinel Life of Kansas City. He is 
now a regular attendant at the com- 
missioners’ meetings. He is accom- 
panied always by the handsome and 
charming Mrs. Tiernan. 

_ 

Two prominent life company execu- 
tives of Topeka were at hand—Presi- 
dent Moore of the Liberty Life and Sec- 
retary W. J. Bryden of the Victory Life. 

se = 

The friends of R. M. Malpas, former 
president of the Reinsurance Life, were 
glad to welcome him and Mrs. Malpas 
at Portland. He was accompanied by 
the very popular Mrs. Malpas. They 
are journeying eastward. 

*x* * * 

John L. Shuff of Cincinnati, Union 
Central Life general agent—vibrant, re- 
splendent, scintillant—was on hand, kept 
under partial control by Mrs. Shuff. He 
spoke at the chamber of commerce 
luncheon and was featured in the papers 
because of his graphic illustrations and 
picturesque comment. 

* * * 

The New World Life and Northern Life 
of Seattle were officially represented. 
The two Cadigans pater et fils—Presi- 
dent J. J. and Vice-l’resident John W. 
held aloft the banner of the first, and 
Vice-President A. P. Johnson the second. 

* * * 

A. Gordon Ramsay, assistant general 
manager Canada Life, attended the 
meeting of the Canadian superintendents 
at Winnipeg and then went to Portland 
to look on at the United States commis- 
sioners convention. 

* * * 

F. F. Maginnis, vice-president of the 
New Union States Life of Portland, was 
visiting old friends in the lobby as he 
has attended many commissioners’ meet- 
ings. He was formerly president of the 
Agricultural Life of Bay City, Mich. 
At one of the commissioners’ meetings 
which he and his family attended his 
daughter Pearl and Actuary A. R. 
Aslakson of the North Dakota depart- 
ment met. Later they were married and 
at the Portland meeting were guests at 
the Maginnis home. 

*x* * * 

Freeman Essex, prominent in the local 
entertainment, was formerly general 
agent of the Ohio National Life at 
Middletown, O. He is now an agent of 
the Northwestern Mutual at Portland. 

* * * 

H. 0. Fishback, Jr., son of the real 
thing, he having graduated from the 
Washington department, is now secre- 
tary and vice-president United Pacific 
Life of Seattle. He was at the conven- 
tion and old friends of his father were 
delighted to learn of his progress. 

* * * 

On Thursday at the Progressive Club 
luncheon the guest speakers were Com- 
missioners Tarver of Texas, Warner of 
Ohio and Davis of District of Columbia. 

* * * 

The P. E. 0. sisterhood, a national 
college women’s organization, swamped 
pon Portland hotels and at times jammed 

e Multnomah lobby. 


* * * 





m.. H. Hakes, Idaho commissioner, has 
m in the insurance business for many | 


years in the Pacific mountain territory, 

first representing the Prudential and 

then the Kansas City Life. For the last 

two years he conducted a general in- 

Surance agency. | 
* * * 

Secretary A. 8S. Caldwell of the com- | cisco following 


meeting 


missioners association, Was accompanied | Were the guests of 
by his attractive daughter, Mrs. Langdon | the leading coast 
C. Quin of Atlanta. Mr. Quin is a mem- | day, on an all-day automobile trip. As- 
ber of the general agency firm of Hurt | sistant Secretary 
& Quin of Atlanta and is chairman of | Portland arranging 


the executive committee of the American | Vice-President E 


Commissioner E. W. Clark of Iowa, 


of Des Moines flew to Portland from Des | talk was quaint 
Moines, traveling all night. 


| president, was formerly manager of the 

Capitol Life of Denver at Portland and 
greeted the visitors 

*x* * 

A huge birthday 


in the hotel lobby 


all of a grotesque 


well known mother 
of Mrs. H. P. Dunham of Hartford in the ie 
| dining room at dinner one evening. Mrs. | United States recently 
tobbins seldom misses a commissioners’ 


* 


Cairns was the offi- 
Association of Insurance General Agents. | cial host at San Francisco, 

x* * * * 
Judge H. L. Davis, 
Former Commissioner Ray Yenter and |! bia superintendent, 
A. H. Hoffman of the Yeomen fraternal | sion to the organization His banquet 


District of Colum- 


treatment of loans 








U. S. Chamber’s Insurance 
anal together with | Committee Meets Oct. l 





* 


company, Satur- 
surance program otf 


* 
a distinct acces- 


sparkling. His 


The insurance department committee 
of the Chamber of Commerce 
appointed by 
President Silas H. Strawn, will hold its 
first meeting in Washington Oct. 1 in 
charge of Chairman C. W. Gold, Pilot 
A goodly delegation went to San Fran- | Life. 

convention: They 
the Fireman's Fund, 


of the 


The committee will discuss the wide 
range of subjects falling within the in- 
chamber for 
J. Agnew was at | 1931-32. This program includes studies 
for the océasion. ; with reference to unemployment insur- 
ance in this country and abroad, carried 
on in cooperation with the chamber’s 
special committee on continuity of busi- 
ness and employment; 
financial responsibility measures for mo- 
torists, and insurance aspects of annui- 
on improved prop- | ties and pensions, The program also in- 


the results of 


ine * * * erty and the revelations therefrom in| cludes promotion of the Inter-Chamber 
Commissioner H. 0. Fishback of Wash- | some cases, at one of the sessions was Fire Waste Contest 


ington, dean of the convention, piloted very relevant and showed intelligent ex- 


some of the people up Mt. Ranier on perience. 


their way home. They went from Port- * 


land to Seattle. 
*x* *x x 


The new Portland company, the Union | of Arkansas, who 


States Life, did a very handsome thing | train at Fulton, 





Commissioner Reece of Tennessee read 
the paper of Commissioner A. D. Dulaney 
was taken from the 


* 


islation. 





The committee, through 
en route to Port- | ber’s insurance department, 


Inter- 


Chamber Health Conservation Contest, 
a survey of insurance taxation and ten- 
dencies in workmen’s compensation leg- 


the cham- 
will seek 


in sending to the visitors an attractive |land for an emergency operation for adoption of principles of the model ma- 


basket of fruit. W. E. Hibbard, the! appendicitis. 


rine , arson and anti-theft laws 





Dominant in the West! 





HROUGH the union of these two 
I outstanding companies there has 
been created a greater company 
with more than $265,000,000 insurance 
in force and approximately $44,000,000 
of assets. This position of eminence in 
the field of legal reserve life insurance 
has been reaclied through twenty years 
of conservative building upon the solid 
foundation of service. 


This consolidation gives our Company 
a splendid background of achievement, 
of faithful performance of every obli- 
gation by each of the constituent com- 
panies, of sincere and comprehensive 
service to policy owners, from the dates 
of foundation throughout all the years 
of their operations. We are proud of 


greatly in united strength, broader 


scope of activity and a pronounced im- 
petus for further advance in a field 


J. ROY KRUSE, President 


this record. This Company has gained ° 


CALIFORNIA-WESTERN STATES 
LIFE INSURANCE COMPANY 


announces the acquisition of the business and assets and assumption 
of the agency forces of Western States Life Insurance Company 
and their consolidation with California State Life. 


where dominance already has been 
attained. 


The Company now is entered in Cali- 
fornia, Oregon, Washington, Idaho, 
Montana, Colorado, Wyoming, Arizona, 
Texas, Oklahoma, Utah, Nevada and 
Hawaii. Plans for further extension 
of our territory may be announced in 
the near future. 


Policy contracts have been designed to 
meet every requirement. To Wil the 
standard forms have been added a 
group of Liberal Juvenile Policies, 
Family Income, Retirement Annuity 
and a special Business Protection pol- 
icy. Non-medical. Prompt home office 
service to agents. 


To the industrious underwriter of good 
character here is presented unusual op- 
portunity for permanent and profitable 
alliance. 


CALIFORNIA-WESTERN STATES LIFE INSURANCE COMPANY 
Home Office: SACRAMENTO 








Write to James L. Collins, Supt. of Agencies for details of our liberal Service 
Bonus Contract for Agents 
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Trade Mark Reg. U. 8S. Pat. Of. 


“SOME 
FROM ALL” 


That’s the 1931 battle cry of Shield 
Men. That’s the production slogan 
which has succeeded in building up an 
imposing record of business so far this 
year. That’s the message which re- 
minds each Shield Man that if he pro- 
duces enough he will be rewarded with 
a free trip to Nashville in February, 
1932, for that wonderful Pearl Jubilee 
commemorating the thirtieth anniver- 
sary of the founding of this company. 


The Pearl Jubilee is only one of the 
many forms of competition which 
keep Shield Men on the road to suc- 


cess. It pays to be a Shield Man. 


TheNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 
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TOOK 20 PERCENT OF ESTATE 

The Payne Whitney estate of $239,- 
000,000 increased $52,700,000 from the 
time he died on May 25, 1927, and the 
time it was distributed to his heirs two 
years later in 1929 but it is now esti- 
mated that at least this amount has been 
lost since the crash of October, 1929. 
The sum of $17,864,012 was paid to the 
state of New York, $4,390,000 to the 
federal government and various smaller 
amounts to other states making a total 
of $22,179,274.81 for inheritance, estate 
and transfer taxes. Besides this, $2,223,- 
087 was paid by the estate for income 
taxes, $383,420 for pledges for charit- 
able bequests and $13,642,076 for debts, 
funeral expenses and expenses of ad- 
ministration. Thus the expenditures of 
the executors of the estate amounted to 
$38,327,858 or about 20 percent of the 
total. This was one of the world's 
greatest estates. 

* * * 
CLOSE TO INSURANCE MEN 

Manager Kennedy of the Swampscott 
and Vinnoy Park hotels at Swampscott, 
Mass., and St. Petersburg, Fla., re- 
spectively, is almost as_ well-known 
among insurance men as though he 
were an insurance man himself. In 
fact, his friends in the insurance busi- 
ness say he would make a great in- 
surance man. Suave, courteous and of 
pleasing personality, Mr. Kennedy hails 
from Boston and was graduated at Har- 
vard. He is one of the great resort 
hotel managers of the country. His 
hotels north and south entertain numer- 
ous insurance conventions. One of his 
admirers is President T. A. Buckner of 
the New York Life and it is said the 
Vinnoy Park is the only hotel where 
New York Life conventions have been 
held two years in succession, at present 
President Buckner and his _ brother, 
Sam, with their families, are summer 
guests at the Swampscott hotel. <A 
number of insurance conventions will 
be held this winter at the Vinnoy Park 
in St. Petersburg. 

* * x 
OTT AGENCY MOVES 


The A. R. Ott Agency for the Equit- 
able Life of New York in New York 
City has been moved to 60 East 42nd 
street. 

x * * 
COURSES ARE ANNOUNCED 


New courses in life insurance with 
Hubbard Hoover as lecturer are an- 
nounced by the school of business and 
civic administration of the College of 
the City of New York, to be held in the 
business building, Lexington avenue and 
23rd street, Manhattan, of evenings. Mr. 
Hoover will discuss life insurance with 
special emphasis on topics required for 
C. L. U. examinatioris in the courses 
held Thursday evenings starting at 6:40 
p. m., and Wednesday evenings will ad- 
dress another class starting at the same 
time on life insurance salesmanship. 

x * * 
DETAILS OF SWOPE PLAN 


The unemployment relief plan pro- 
posed by President Gerard Swope of the 
General Electric makes particular men- 
tion of life and disability insurance for 
all workers. Each employe would be in- 
sured for an amount about equal to a 
year’s pay, but not to exceed $5,000, 
which could be augmented by additional 
amounts on which premiums would be 
paid by employe. The life and dis- 
ability coverage may be carried by a life 
company selected by the “trade associa- 
tion” and approved by the federal super- 
visory body or may be carried by a 
company organized by the trade asso- 
ciation and approved by the federal 
supervisory body, or a single company 
may be formed to serve all associations. 
Detailed provisions are made for ad- 
ministering the life insurance plan as 
well as for continuation of policies 








where employe leaves service of em- 
ployer. Old age pensions also form ayn 
important part of the plan and pro. 
visions for them are set forth in con- 
siderable detail. 
*x x 
NEW SALES FIELD SEEN 

Increased possibilities for the sale of 
life insurance as an investment are in- 
dicated by the reported drop in savings 
bank deposits. The decline in deposits 
has been ascribed to reduction in interest 
rates by savings banks and a lack of 
complete faith on the part of depositors 
as to the security of banking institutions, 
indicating that there should be an in- 
crease in funds available for investment 
in a medium which can show the un- 
questionable stability of life insurance, 

se « 
HUGH HART’S NEW PLANS 


The retirement of Hugh L. Hart from 
the life insurance business to enter the 
radio advertising field removes one of 
the outstanding figures from the agency 
ranks and many predict that the tine 
will come when Mr. Hart will return 
to his old love. There is no question 
of the good work he did first in Ar- 
kansas when he and Gordon Campbell 
built up a great business for the Aetna 
Life, and later in New York and Phila- 
delphia for the Aetna and Penn Mutual. 
Mr. Hart’s strong hold in Arkansas re- 
sulted from his ability to work up pros- 
pects by mail and he has always been 
greatly interested in plans for securing 
prospects and business by mail. He has 
shown his ability both as an organizer 
of a general agency and as a home of- 
fice executive in building up successful 
general agencies. 

Mr. Hart enters the new and promis- 
ing field of radio advertising. While 
magazine and general advertising have 
fallen off, radio advertising has shown 
an astonishing increase. In 1928 ad- 
vertisers on the National Broadcasting 
and Columbia systems spent over $10,- 
000,000; in 1929, $19,000,000; and in 
1930, when most other advertising de- 
clined, $27,000,000. As the first five 
months of this year show a 37 percent 
increase the estimate is $37,000,000 for 
the year, from 20 to 25 percent as much 
as will be spent for magazine space. 

But there are only about three hours 
a day when any considerable number of 
people are listening in, so the time that 
can be sold on the two big chains is 
limited. Mr. Hart’s plan and that of 
his partner, Mr. Brown, who is an ex- 
perienced radio advertising man, is to 
organize large campaigns by hooking 
up the numerous local stations into a 
national service. Already some very 
large contracts have been secured for 
the new firm. 

Mr. Hart made some distinct contri- 
butions to agency and business develop- 
ment ideas in life insurance and if he 
should ever decide to return to the life 


field no doubt desirable connections 
would be opened to him. 
* * 


COOLIDGE ON AIR FOR N, Y. LIFE 


Sponsored by the New York Life, a 
new series of radio broadcasts will begin 
Oct. 6 and continue on Tuesday eve- 
ings from 9:30 to 10 p.m., eastern_time 
over the NBC network. Former Presi- 
dent Coolidge will welcome the_ radio 
audience at the first broadcast. Frazier 
Hunt, journalist and war correspondent, 
will tell incidents in the lives of fa- 
mous men in subsequent broadcasts. 

*x * 


NEW BOOK PUBLISHED 


Establishment of an insurance estate 
is listed as one of the cardinal rules for 
the man who would pass the last one- 
third of his life comfortably, in a_book 
just published entitled “How to Spend 
Your Money.” The author, Ernest Mc- 
Cullough, goes into considerable detail 
as to the best way to spend one’s income 
in order to acquire peace of mind, espe 
cially during the later years of life. 
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w.R. Vance Asks Claim Men 
to Display Sportsmanship 


HITS TECHNICAL DEFENSES 


Yale Professor Condemns Tractics of 
Some When Death Follows Soon 
After Policy Inception 


W. R. Vance, professor of the Yale 
University law school, was not un- 
critical of some of the claims practices 
of life companies in his address before 
the International Claim Association at 
Swampscott, Mass. _ a 

Professor Vance’s first criticism was 
that the claims department is too likely 
to seek technical defenses where death 
occurs shortly after inception of the 
contract and become suspicious of con- 
spiracy or fraud without adequate evi- 
dence to assume that the claim is dis- 
honest. F 

“\ sound rule,” he declared, “is never 
because of a suspicion of fraud to which 
it can secure no legal evidence, to at- 
tempt in court to defeat a claim under 
a policy by setting up merely technical 
and unmeritorious defenses, such as 
breach of an immaterial warranty or 
some other harmless mistake of the in- 
sured.” 


Unfortunate Mistakes Made 


Professor Vance pointed out that in 
normal cases involving an honest claim 
under an honest policy, there is sel- 
dom serious difficulties. “But unfortu- 
nately,” he said, “there are many claims 
that are not normal and are not honest. 
It is with regard to these that claim 
adjusters, usually with the best of mo- 
tives, frequently make unfortunate mis- 
takes that excite prejudice in the courts 
and resent ful hostility in the legisla- 
ture. 

“Often the mistake involves a lack of 
sportsmanship. Occasionally an _ in- 
insurer has to take a stunning and un- 
expected blow. A death occurs with 
startling suddenness shortly after the 
inception of the policy contract, This 
questions sportsmanship severely. Of 
course it should take this blow without 
getting angry or making baseless 
charges. It ought to examine the claim 
as open mindedly as if the insured had 
lived out his full expectancy. But un- 
happily it frequently does not. 

“Claim adjusters are apt to at once 
become suspicious of conspiracy, fraud 
or worse, and without adequate evidence 
to assume that the claim is dishonest. 
Then they will do many foolish things. 
They may think to secure release by 
returning the premium money paid or 
a settlement for less than the face of the 
policy, sometimes supporting such at- 
tempts by baseless and foolish threats. 
If no settlement is secured they will 
attempt to defend an action brought on 
the policy in the absence of any legal 
evidence of the suspected fraud, by set- 
ting up technical defenses lacking in 
merit and substance.” 


Disappearance Claims 


Professor Vance also found some 
fault with companies in the handling of 
disappearance claims. He dwelt at some 
length on this subject, pointing out the 
embarrassment to families and to in- 
surers when disappearance is involved. 
The depression, he said, has stimulated 
the disappearance game and insurance 


companies have had to be on their 
guard 
‘A most painstaking investigation 


should be made,” he declared, “as to the 
insured’s personal and business rela- 
tions at the time of disappearance 
throwing light on motives for his drop- 
ping out of the life he had formerly 
lived. If such an investigation discloses 
domestic unhappiness, criminal conduct, 
actual or threatened prosecution, im- 
pending disgrace for immoral conduct, 
or any circumstance suggesting a con- 
eee the insurer will certainly decline 
© pay, and if sued make diligent ef- 
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fort to locate the absentee, or at least,| Fletcher Pays Tribute to 


to get evidence of his existence after 
Under the circum- 
the 


his disappearance. 
stances it may well stand suit on 
claim, for these seems to be no stigma 
attached to contesting a suspicious claim 
of this kind. 


Should Accept Bond 


“But suppose the investigation dis- 
closes no suspicious circumstances. 
What should the insurer do? In all 
cases where the beneficiary is able and 
willing to give bond to repay the amount 
of the claim with interest in case of 
the assured’s reappearance, the claim 
should be paid. But if no such bond is 
given, the insurer is certainly justified 
in withholding payment until receipt of 
definite proof of death, or the expira- 
tion of seven years after disappearance, 
except in those rare instances where the 
assured was last seen in the face of an 
imminent peril, as, for example, on the 
deck of a sinking ship, and no reason- 
able inference other than death is pos- 
sible. 

“I should say that in passing on dis- 
appearance claims even after seven 
years the rules of good sense and fair 
dealing are more useful guides than the 
lawyers’ rules as to presumption.” 


The Pelican Industrial Life of New 
Orleans has changed its name to Em- 
ployers Industrial Life. 


| 
| 
| 
| 


Companies’ Claim Attitude 


SPEAKS AT ASHEVILLE MEET 


New Law Will Be Effective in Weed- 
ing Out the Unfit Field 
Representatives 


ASHEVILLE, N. C., Sept. 24.—Ad- 
dressing the annual meeting of the In- 
dustrial Insurers Conference here A, L. 
Fletcher, deputy commissioner of North 
Carolina, touched on industrial life con- 
ditions in the state. He spoke highly 
of the 11 home companies writing indus- 
trial insurance and said that competing 
with 10 from outside the home compa- 
nies carried off all the honors in 1930. 

Agency conditions came in for con- 
siderable attention. He said that when 
he entered the department ten years ago 


he was under the impression that in- 
dustrial insurance was sort of a skin 
game. He was put on the duty of in- 


vestigating complaints, and his respect 
for the companies has grown ever since. 


There are some irresponsible or even 
unprincipled agents and practically all 
troubles over claims are due to them. 


hed or crooked agents. In 
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These however are being eliminated 

under the new laws. Mr. Fletcher con- 
tinued: 

“There has never been a time when 


the larger part of your troubles in the 
held could not be traced to poorly quali- 
North Caro- 
lina we have recently begun to examine 
all applicants for insurance licenses who 
were not duly licensed agents on March 
31, 1931. Hereafter no new man can 
enter the insurance business in North 
Carolina without undergoing a real ex- 
amination that will test his insurance 
knowledge and establish the fact that he 
is a man of good character. 

“For many years we have been try- 
ing to weed out the undersirables and 


we can show that we have had some 
success. There are now more than 500 
ex-agents who are out of the business 
permanently and cannot get back in 


again because of violations of the law.’ 

Referring to the depression Mr. 
Fletcher said that life insurance compa- 
nies had built soundly. The fact is that 
today no investor in life insurance can 
complain that what he has is. worth less 
than what he paid for it 





“Life Insurance,” by Joseph B. Maclean, 


assistant actuary of the Mutual Life of 
New York, is a& non-technical explana- 
tion of the principles and practices of 


life insurance. It is sold by The National 


Underwriter at $4 
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f CHICAGO 


COMPANIES 





FINANCIALLY SOUND 


Continental growth and ex- 
pansion, ever conservative in 
the interests of stability, has 
made haste slowly. 
financial foundation was, 
and is, the first consideration. 


Firm 


Today Continental capital, 
surplus, resources and special 
reserves are more than ade- 
quate to withstand the most 
severe financial and economic 
disturbance. 
DURABILITY is beyond 
questioning. 


Continental 


The value of such strength 
is apparent to progressive 
agencies. 


CONTINENTAL 


CASUALTY * ASSURANCE 


ILLINOIS 
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MONTGOMERY, ALABAMA 


E EXTEND to all other 

companies and to each 
and every one of their agents 
our best for their 
success. 


wishes 


The present year for us has 
resulted in larger home office 
quarters, a larger home office 
staff, and an increased per- 
sonnel. We have more insur- 
ance in force, more assets, 
more income, more surplus, 
and a wider territory com- 
prising Virginia, Tennessee, 
Georgia, Florida, Mississippi 
and Alabama. 


We Have One 
Position Unfilled 


We need now one very strong 
man to be used as a personal 
producer reporting direct to 
the President of the Com- 
pany. He will do a specific 
piece of highly remunerative 
work. He may be located at 
any place in our territory. 


ut 
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We Need Only One Such Man 


BEN W. LACY, President 


Montgomery 


Alabama 
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Makes Reinsuranct Contract! Form Leaders Association 








Young Men’s Mutual Life Association of | Outstanding Producers of New England 


Cincinnati Enters Into Arrangement 


With Columbia Life 





The Young Men’s Mutual Life As- 
sociation of Cincinnati has effected a 
reinsurance agreeemnt with the Co- 
lumbia Life of Cincinnati. The contract 
will become binding after the formal 
hearing Sept. 25, before the Ohio com- 
missioner of insurance, who will hear 
the petition of the Young Men’s Life 
Association, 


In June of this year, The Young 
Men’s Mutual Life Association went 
upon the legal reserve basis. In an an- 


nouncement to the certificate holders of 
the organization, the board of trustees 
of the association said that it had been 
found possible to arrange a reinsurance 
contract which accomplished immedi- 
ately, all which the directors had hoped 
to bring about in a number of years 
through their plans for developing new 
business on the legal reserve basis. 

The Young Men’s Mutual Life had a 
little over one million dollars of insur- 
ance in force. The premium income in 
1930 was $49, 957. The Columbia Life 
at the close of last year had a total of 
$27,153,000 of insurance in force and 
total assets of $4,330,635. The assets of 
the Young Men’s Mutual Life at the 
close of business last year was $197,000, 
the surplus $191,000. 





Oregon Mutual Is Praised 
in Report of Examination 





Total assets of the Oregon Mutual 
Life as of June 30, 1931, were $11,012,- 
874, according to the report of the con- 
vention examination, California, Wash- 
ington and Oregon participating. Sur- 
plus was $807,917, representing an in- 
crease of $40,000 over Dec. 31, 1930. 

A low lapse ratio is commented on; 
dividends are reported as being regularly 
declared; interest on funds invested with 
the company is being allowed at 4.8 per- 
cent. Mortality ratio in 1930 was 51.6 
percent and the estimated mortality rate 
for the first six months of 1931 was 46.6 
percent. 

During the three years since the last 
examination, only four foreclosures took 
place because of default on the part of 
the mortgagors—‘“an eloquent testimony 
to the high quality of the loans and the 
administrative care bestowed upon 
them.” 

After analyzing the investment port- 
folio, the report states: “From the basis 
of our analysis we take pleasure in com- 
mending the management for its out- 
standing conservatism and good judg- 
ment in the administration of the com- 
pany’s investment policy.” 

The land upon which the home of- 
fice building is located is estimated at 
$120,000 and the building at $100,000. 





Builders Life, Chicago 


The Builders Life of Chicago, under 
the stimulation afforded by the appoint- 
ment of John Wilkins as supervisor of 
agencies, especially to develop down- 
state Illinois territory, in August had 
the biggest month in the company’s his- 
tory, $400,000 of new business. The 
agency force has its sights set for $500,- 
000 in September. Two appointments 
are announced, those of L. F. Tucker 
and A. B. Beckman, both as special home 
office agents working down-state. Mr. 
Tucker operates from Ottawa and Mr. 
Beckman from Peoria. Both go from 
the Gulf States Life where they were 
agents associated with Mr. Wilkins when 
he was connected with that company. 





Mutual Establish New Organiza. 
tion Following Agency Convention 





Following the company convention oj 
the New England Mutual at Swamp. 
scott, Mass., 18 of the company leaders 
were the guests of President Smith a 
the Mount Washington Hotel, Bretton 
Woods, for three days. In addition to 
President Smith, Vice-President George 
L. Hunt and Assistant Superintendent 
of Agencies Charles F. Collins, accom. 
panied the party. 

Golf was played, followed by a pre- 
liminary meeting in the evening to dis. 
cuss the organization of a Leaders’ As. 
sociation of the company. 

Officers Elected 


The next morning the entire party 
journeyed to the top of Mount Wash- 
ington. Here at the highest point of 
the mountain the following officers were 
installed and the first meeting held: 

Arthur L. Miller, Chicago, president: 
Roy Martineau, Syracuse, vice-presi- 
dent; Melvin H. Nuss, Reading, Penn- 
sylvania, secretary; and Winslow S. 
Cobb, Jr., Boston, treasurer. Messrs. 
Smith, Hunt and Collins of the Home 
Office were elected honorary members. 


Charter Members 


The charter members of the organiza- 
tion, all of whom are $500,000 producers 
or better, are as follows: Truman N. 
Bradshaw, Atlanta; Joseph M. Bransky, 
Chicago-Meyer; Winslow S. Cobb, Jr, 
Boston; Peter Crona, Hartford; Joseph 
W. Crowley, Home Office Agency; 
George A. Culver, Philadelphia; Charles 
J. Frisbie, Seattle; Donald W. Green, 
Portland, Oregon; Thomas H. Hodgkin- 
son, New York-Allen & Schmidt: 
Howard B. Knaggs, Detroit; Roy Mar- 
tineau, Syracuse; Fred P. McKenney, 
Boston; Arthur L. Miller, Chicago- 
Fowler; Elias Neushul, Chicago-Meyer; 
Melvin H. Nuss, Philadelphia; Bertram 
J. O’Keefe, New York-Allen & Schmidt; 
Charles H. Schwab II, Chicago-Meyer. 





Merger in Hot Springs 


The Century Life and the Woodmer 
of Union, fraternal, both Negro com- 
panies of Hot Springs, Ark., have con- 
solidated under the title of Woodmen of 
Union Life. 

Total assets of the Century Life as 
of December 31 were $791,873; capital 
$120,460; surplus $44,004; total income 
$384,288; ordinary insurance in force 
$2,695,642 industrial $3,656,247. Total 
assets of the Woodmen of Union as of 
December 31 were $734,810; cash in- 
come $657,526; insurance in force $16, 
799,042. 

Dr. E. A. Kendall is president, J. L. 
Webb, secretary, and B. G. Olive, as 
sistant secretary and manager. 





Lincoln National Addition Ready 


The new addition to the home office 
of the Lincoln National Life is now 
completed and will be occupied in a few 
weeks. This building, which will add 
about one-third more floor space to the 
present company offices, is three and 
one-half stories high, and finished along 
the same architectural lines as the main 
structure. In addition to regular office 
space, the new wing will house the com- 
pany cafeteria, the auditorium and the 
garage. 





Tressler W. Callihan’s “Brief = 
in the Selling of Life Insurance, po 
volumes, is an extremely practi sil 
complete manual of life insurance vod 
ing, written by an authority who une 
stands. It is based on actual ere 
ences. Single volumes $3 each. ole 
I and II together, $5. Order from 
National Underwriter. 








, 193] 


—... 
— 


tion oj 
wamp- 
leaders 
uith at 
sretton 
ion to 
aeorge 
endent 
accom- 


Janiza- 
ducers 
an N. 
‘ansky, 


hmidt; 








September 25, 1931 


LIFE INSURANCE EDITION 








AM.A. Hints Doctors Seek 
Fee for Preparing Proofs 





SENDS OUT QUESTIONNAIRE 





A. & H. Companies Are Quizzed on 
Practice as to Compensation 
of Physicians 





The bureau of medical economics of 
the American Medical Association is 
sending a_ questionnaire “Schedule on 
Medical Economics,” to accident and 
health companies, which seems to in- 
dicate that the A. M. A. is interested 
in having insurance companies pay doc- 
tors for making out proofs of loss. An 
insurance executive makes the com- 
ment that this would result in either 
the company paying the charge or the 
insured paying it in addition to his doc- 
tor bill. 

“If the company pays, it means added 
expense to a business that is having 
a most difficult time in making ends 
meet,” this executive declared. “If the 
insured pays the fee, it adds an an- 
noyance to claim adjustments. 

“Adjustments are not easy to make 
now on a Satisfactory basis to the in- 
sured which also leaves any possible 
profit. a 

“Our medical friends are doubtless 
lead into this by their experience on 
workmen’s compensation, a line that has 
proved a severe loss to nearly all car- 
riers. 

“It would be well for medical men 
to bear in mind how very difficult it 
would be for them to collect their bills 
when there is no insurance carried.” 

The questionnaire of the American 
Medical Association follows: 


Are Items Essential 


“1, Are all items on your health and 
accident insurance claim proof blanks 
essential to establish proof of loss? 

“9. If not, what questions do you 
consider indispensable for such proof? 

“3. Would your company be willing 
to adopt a shorter form of claim proof 
blank? 

“4. Does your contract claim proof 
blank contain a waiver clause to be 
signed by the insured to protect the 
physician in furnishing confidential in- 
formation called for in the claim proof 
blank? 

“5. Does your company make pro- 
vision for fees to physicians or hos- 
pitals in payment for filling out claim 
proof blanks? 

“6. If so, what are the limits in size 
of fees paid? 

“7. If not, is your company willing 
to consider adopting a fee for filling out 
proof blanks? 

“8. Does your company now pay 
physicians or hospitals for filing out 
clam proof blanks by an assignment 
orders from the insured? 

“9. Would your company be willing 
to adopt such a procedure? 

“10. What other suggestions do you 
care to make concerning means by 
which the physician’s or the hospital’s 
interest in the company’s payment for 
claims may be safeguarded?” 





Company President Dies 


Christian W. Welty, president of the 
Lamar Life of Jackson, Miss., died 
Sept. 23 at the age of 52, following a 
Stroke of paralysis last week. 





National Union Leases Office 


SPOKANE, WASH. Sept. 24.—The 
National Union Life ‘has leased the 
seventh floor of the recently completed 
Spokane & Eastern building for its 
ome office. 

The National Union was organized by 
>Pokane men in 1928, and has shown an 
increase of 35 percent in new business 
— during the first eight months of 
this year and more than 100 per cent 


$4,000,000 insurance in force. Offices | great deal of valuable information from 
will soon be opened in Idaho and Ore- | insurance men who had tried out similar 
gon. Its personnel is largely that of | ideas, and the net result of his corre- | 
the old Western Union Life. spondence was the decision to halt | 
action on his proposed company. | 








Holds Up New Carrier 


C. Petrus Peterson, general counsel | 
Bankers life of Nebraska, who recently | Columbia University announces three 
announced the formation by himself and | insurance courses starting in September. 
some friends of an insurance company | The first on applied insurance statistics 
which would offer coverage against hos-| has started and will be held Thursdays 
pital bills, to be operated in connection | between 5:50 and 7:30 p. m. A course 
with a new hospital, has decided to pro-|in business statistics, elementary statis- 
ceed no farther for the present. Men- | tical method, is a prerequisite, but this 
tion of his proposed company in THE| may be omitted by permission of the in- 
NATIONAL UNDERWRITER brought him a! structor, E. W. Kopf, assistant statis- 


COLUMBIA UNIVERSITY COURSES 





21 


—_——— ———_ . —, 








tician Metropolitan. The second course 
is on accident and health insurance, 
starting Sept. 25, to be held Fridays be- 
tween 7:30 and 9:10 p. m. Armand 


Sommer, manager accident and health 
| department Southern Surety and Home 
Indemnity, is instructor. The third 


course is on life insurance, starting Sept. 
29, to be held Tuesdays between 7:40 
and 9:20 p. m. It aims to provide a 
practical knowledge of principles of life 
insurance and the manner in which it is 
conducted, and is designed especially to 
meet the needs of home office employes, 
agents and others who desire a general 
knowledge of the business. oo 
Trimble, Mutual Benefit, is instructor. 
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“POLICIES 
THAT 
PROTECT” INSURANCE 
H. K. Lindsley, 
J. H. Stewart, Vice Pres. 


Awaits you with this GREAT MIDWEST- 


passed service in everything pertaining to the 
business of Life Insurance. $2 s: ‘2 


Policies for men, women and children 
Modern plans, options and provisions 
Policyholders’ Savings Department 
Unsurpassed service on claims 

Great financial strength and stability 
RADIO STATION KFBI—1050kilocycies 


THE 
FARMERS & BANKERS LIFE 


WICHITA, KANSAS 


unsur- 


COMPANY 


President 
F. B. Jacobshagen, Secy. 








Over the 1929 volume. It has over 











Sincere Home Office Cooperation 


George Washington Life Insurance 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, Presklent 





Sales Possibilities Undeveloped in Maryland! 


We Have Some of the Best Counties in the State Open! 
Generous Contract—Full Policy Service 


Let Us Tell You Which Are the Best Counties and Why. 


Company 
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Entertainment 


Ir 1s a pleasing feature of American 
civilization that people are boosters for 
their home towns and localities. This 
patriotic, local pride is found every- 
where. When Srnccarr Lewis’ “MAIN 
Srreer” made its appearance it created a 
furor, because hundreds of readers felt 
the author was ridiculing the smaller 
places and perchance their very own. A 
citizen may make a disparaging remark 
about some foible of his community and 
it may find sympathy. Let some out- 
sider make a similar observation and he 
is anathematized. 

A convention goes to a city. The 
local people above all else want the visi- 
tors to get a fine impression. Hospi- 
tality is abundant and various forms of 
entertainment are provided. If the gath- 
ering is a small one, the burden of ex- 
pense and the sacrifice of time and en- 
ergy on part of the hosts are not heavy. 
Even a few years ago, insurance con- 
ventions of national scope did not tax 
the home folks so much because the 
number attending was not large. ~ 

Now the times have changed. Na- 
tional conventions are far bigger and 
the attendance has vastly increased. In- 
deed only a comparatively few cities 
have the facilities for taking care of a 
really large meeting. 

Rivalry has entered in some respects 
into elaborateness of entertainment. 
Various cities vie with one another. The 
fact is entertainment and_ hospitality 
have become a real financial tax on the 
local fraternity. Some organizations 
have appreciated this and hence hawe a 
permanent meeting place with the in- 
junction that entertainment is tabooed. 
Witness the big insurance week in New 


Responsibility 


COMMISSIONER DUNHAM of Connecticut 
in a recent talk declared that an agent’s 
responsibility is greater than ever. He 
has to do more than ever before. He 
must know more than he ever has known 


at Conventions 


York City every December, the New Yorx 
STATE of Locat AGENTS 
which always meets in Syracuse. Some 
conventions go to a so-called resort ho- 
tel where there are none to receive. For 
example the casualty folks meet at 
White Sulphur Springs every year 
where every one pays for his own enter- 
tainment. 

As a matter of fact, the local hosts 
for the most part do not realize the 
cost of entertainment until the bills are 
audited. Then it is found that during 
the enthusiasm of convention week, the 
extras have added greatly to the outlay. 
More and more do these entertainment 
demands multiply. Local entertainers are 
forced to contribute liberally or be 
banned. In some cases where the local 
resources are too meager, an appeal is 
made to companies by their agents to 
contribute. That of course leaves a bad 
taste at company headquarters and it 
is embarrassing to decline where a 
profitable office makes the appeal. If 
local entertainment could be limited, the 
financial demands would not be heavy 
but all efforts at restriction have failed. 

We understand the AMERICAN Lire Con- 
VENTION may select a permanent meeting 
point with all local entertainment de- 
barred. Other big organizations may 
do likewise in order to eliminate enter- 
tainment expense. It is unfortunate that 
the local demands can not be minimized 
because for many people the convention 
medium is only one through which they 
see their country and know other cities. 

Local entertainment has been abused 
and exaggerated. The demand is en- 
tirely too heavy. Some reform is cer- 
tainly needed. 


ASSOCIATION 


of the Agent 


about insurance and about human nature. 
If ever the agent has an opportunity of 
proving his necessity and value to the in- 
surance business and public, it is now 
when times are not so good. 





PERSONAL SIDE OF BUSINESS 7 











Among those to successfully pass the 
examination for the degree of Chartered 
Life Underwriter in the Pacific North- 
west last month was Samuel P. Weaver, 
president National Union Life of Spo- 
kane, who is believed to be the only 
president of a life insurance company 
to hold the honor. 

Mr. Weaver's connection with this 
company began in 1928 when he was 
elected a director. In March, 1930, he 
was elected vice-president and became 
president in September of last year. 
He has taken an active interest in the 
affairs of the American College of Life 
Underwriters and in the course given in 
Spokane prior to the examinations he 
delivered the lectures on business law, 
trusts, wills and estates at W ashington 
State College. Incidentally he is an 
author of a book on business law. He 
has a long record as a successful lawyer 
in Washington and has been promi- 
nently identified in banking and business 
enterprises. He holds a doctor’s de- 
gree from the University of Michigan. 


L. G. Rupert, superintendent of agents 
for the Surety Life for the last year, has 
resigned. 

O. E. Carey, Scranton, Pa., general 
agent for the Phoenix Mutual Life, died 


recently after an illness of several 
months. 
Joel T. Traylor, well known in In- 


insurance circles, is re- 
many friends 


dianapolis life 
ceiving the sympathy of 
on the death of his son, Charles M. 
Traylor, who died Sunday after a bricf 
illness. He was a chemical engineer, 
an honor graduate of the Purdue Uni- 
versity 1930 class. Joel Traylor is man- 
ager of the life department of the Spann 
Company and was recently president of 
the Indianapolis Association of Life 
Underwriters. 


W. B. Olmsted, cashier of the Con- 
necticut Mutual Life, died last week at 
the age of 82. He had not been active 
in the company since 1923. He had 
been in the company’s service since 1869 
and was cashier for 54 years of that 
time. His father, W. S. Olmsted, was 
vice-president at his death in 1871. 

Claiborn Ford, Kansas City, Mo., 
medal play golf champion of 1930, has 
joined the Kansas City agency of the 
Pyramid Life of Kansas City under 
Manager John G. Hoyt, Jr. Ford comes 
from a family of star golfers. He is a 
brother of Roland Ford, professional at 
Quivera Lake Club, and of Mary Eliza- 
beth Ford, Kansas City’s leading girl 
golfer. 

Fred H. Rhodes, president of the 
Berkshire Life, was one of a class of 88 
candidates from 15 northeastern states 
to receive the 33rd degree in Detroit 
during the session of the Supreme Coun- 
cil, Ancient and Accepted Scottish Rite 
of Freemasonry for the northern juris- 
diction. Mr. Rhodes began his in- 
surance career as an office boy with the 
English & Furey general agency in 
Pittsburgh. Later, after serving as gen- 
eral agent in New York City, he was 
sent to the home office as vice-president. 


C. M. Biscay, advertising manager for 
the Western & Southern Life, recently 
addressed the National Convention of 
the Independent Order of Herdsmen in 
Cincinnati. 

Bert E. Low, general agent for the 
Fidelity Union Life at Abilene, Tex., 
was seriously injured several weeks 
ago when his car crashed into a bridge 
near the city. Despite a slight fracture 
of the skull and other injuries he is 
fast recovering and expects to be on 





the job again soon. 





David H. Szerlip, general agent 
Atlantic Life at Newark for several 
years, died suddenly in his office. He 
recently returned from the company’s 
convention where he addressed the 
agents. Mr. Szerlip was 45, and has 
been in life insurance a number of years. 
He was one of the company’s leading 
producers. 


J. P. Miller, Kansas City, Mo., gen- 
eral agent for the Royal Union Life, 
died last week of heart disease. He was 
65 vears old. 

L. C. Mersfelder, Oklahoma manager 
for the Kansas City Life, is celebrating 
his seventh anniversary in that position 
and his 18th with the company. 


Charles B. Robbins, president of 
Rapids Life and president 
American Life Convention, will be the 
life insurance speaker at the third an- 
nual Missouri Insurance Day to be held 
at Jefferson City, Mo., Oct. 13. Mr. 
Robbins will speak on “Life Insurance 
and Financial Stability.” 

H. A. Chipman, Columbus, O., man- 
ager of the Equitable Life of New York 
who is in the west for his health, is 
much improved. 


Col. 
the Cedar 


Edward D. Duffield, president of the 
Prudential, other home office executives 
and more than 125 Boston insurance 
friends of Frank Chester Mann attended 
dinner in honor of Mr. Mann's 30th an- 
niversary of continuous service with the 
Prudential. Mr. Mann is manager of 
the ordinary department for Massachu- 
setts. Mr. Mann began his life insurance 
career at 21 with the Massachusetts Mu- 
tual about Johnston, Albany and Troy. 
He became Rochester, N. Y., manager 
of the National Life of Vermont in 1891 
and in 1896 went with the Mutual Life 
of New York as executive special agent 
in the east and middle west. He joined 
the Prudential in 1901 in Boston as 
manager of the eastern Massachusetts 
department. In 1914 he was made state 
manager. 


B. A. Barlow of the White & Odell 
Minneapolis agency of Northwestern 
National Life has rounded out his eighth 
year of producing at least one applica- 
tion a week. 


D. C. McEwen, vice-president and su- 
perintendent of agents of the Pacific 
Mutual Life, Los Angeles, spent several 
days in Chicago last week visiting local 
officers of the company. 


George L. Dickinson, Connecticut 
General, past president Los Angeles 
Health & Accident Managers Club, was 
painfully hurt in a fire in his home. 


C. B. Knight, New York general 
agent of the Union Central Life, is be- 
ing honored by a campaign for new 
business written in his honor which 
began last week and will continue for 
the “forty days and forty nights” from 
that time until his birthday Oct. 24. 


F. A. C. Baker, second vice-president 
of the Prudential, died at his home m 
Maplewood, N. J., Monday following.» 
long illness. He was 64 years old. 
Baker joined the company in 1892. ‘He 
became assistant secretary in 1912 and 
second vice-president in 1929. 

Wesley L. Connett, star producer for 
the A. M. Embry agency of the Equiied 
ble of New York at St. Joseph, Mo. a) 
at St. Joseph last week at the age of i. 
Mr. Connett has produced a paid-for * 
icy a week since he went with the 
Equitable about ten years ago. 
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SPLENDID GENERAL AGENCY 
case7D OPENINGS cwoe> 















Excellent territory for new general agents 
in Arizona, Arkansas, Colorado, Idaho, Kansas, 
Missouri, Montana, Nebraska, New Mexico 
and Texas. 


If you possess qualifications necessary to 
build up a successful general agency, we are 
in a position to offer a most liberal agency 
contract with long renewals. 





All Life Insurance requirements can be 
perfectly met through a Continental National 
policy. 


@ 


For Complete Information Address 


EARLE V. SHIPLEY, Vice-President and Director of Sales 








The CONTINENTAL NATIONAL LIFE INSURANCE CO. 


CONTINENTAL OIL BUILDING DENVER, COLORADO 






Chas. E. Becker, President 
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LIFE AGENCY CHANGES 

















Col. W. A. Berry Is Manager 





Life of Virginia Appoints Successful 
Veteran Underwriter to Post at 
Birmingham 


The Life of Virginia has appointed 
Col. William A. Berry as manager at 
Birmingham, Ala., effective Sept. 21. 
Col. Berry’s underwriting experience 
covers a period of 17 years during 14 
of which he was Birmingham general 
agent of the Jefferson Standard Life, 
building a substantial and _ successful 
agency. Upon retiring from life insur- 
ance, he entered the real estate business 
and was so engaged until several years 
ago when he joined with a group of 
prominent Birmingham citizens in 
founding the Fidelity Life of that city. 
Under the title of secretary-treasurer, he 
ably served this company as agency 
manager. Through his personal writ- 
ings and the production of agents se- 
lected and trained by him, he accounted 
for a large proportion of the Fidelity 
Life’s present insurance in force. An 
honor graduate of Howard College of 
Birmingham and for several years asso- 
ciate professor of mathematics there, he 
now serves this well known institution 
as president of its board of trustees. 


Wm. P. Comeford 


William P. Comeford, who became as- | 


sociated with the ordinary department 
of the Prudential in Chicago as special 
agent about a month ago, has been ap- 
pointed assistant manager effective Oct. 
1. For 12 years he was connected with 
W. A. Alexander & Co., in charge of 
the Cook county brokerage department. 
He also represented the Penn Mutual 
Life as general agent at Quincy, III. 
some years ago and at one time was 
agency director for the New York Life. 

He has a large acquaintance among 
the life agents and brokers in Chicago. 


E, C. Bergman 


C. V. Shepherd, Iowa state agent of 
the National Life of Vermont, has ap- 
pointed E. C. Bergman as agency super- 
visor. Mr. Bergman, a native of Iowa 
and a graduate of its university, is 
thoroughly familiar with the wide terri- 
tory covered by Mr. Shepherd’s Cedar 
Rapids general agency and will coop- 
erate with the field representatives 
throughout the district. 


M. R. Ellinger 


M. R. Ellinger, who is a successful 
conservationist and producer, has been 
appointed Kansas City, Mo., manager 
for the American Union Life of St. 
Joseph, Mo. His headquarters are in 
the Ridge Arcade building. 

The American Union Life is also mak- 


Crawford was recently appointed man- 
ager. Mr. Crawford has had several 
years of selling experience as well as 
four years’ home office work. His head- 
quarters are in the Union National Bank 
building. 

The American Union, which started 
an expansion program Jan. 1, is prepar- 
ing to establish agencies in other cities 
in its territory. 


T. H. Spindle, C. B. Whitacre 


T. H. Spindle formerly supervisor for 
the Amicable Life at Lubbock, Tex., 
has been transferred to San Angelo, 
where he has opened offices in the 
Western Reserve Life building. Suc- 
ceeding Mr. Spindle at Lubbock is C. 
B. Whitacre, who has had many year’s 
experience in life insurance. He has 
been connected with the Great Southern 
Life, and prior to that was an agent 
for the Kansas City Life. 


R. W. Bowman 


R. W. Bowman has been made agency 
supervisor of the northern New Jersey 
territory of the Connecticut General 
under supervision of W. W. Garrabrant, 
Newark. Mr. Bowman has had con- 
siderable experience in life insurance, 
and has been connected with the Louis 
F, Paret and the Home Life agencies 
in Philadelphia. 














ing headway in Wichita, where T. L. 


A. S. and W. L. Bullock 


The Continental Life of St. Louis has 
appointed A. S. Bullock of Little Rock 
and W. L. Bullock of Fort Smith as 
Arkansas general agents. Both have had 
considerable experience in life insurance. 





E. E. Hawkes, Jr. 


A new agency to develop the Chicago 
suburban district has been established 
by the Northwestern National Life at 
Evanston, Ill., with E. E. Hawkes, Jr., 
as general agent. 


A. B. Schuman 


A. B. Schuman, formerly with the 
Newark office of the Lincoln National 
Life, has been appointed northern New 
Jersey general agent by the North 
American Life of Chicago, succeeding 
the late Albert Schurr. 


J. M. Powers, V. M. Humphrey 


J. M. Powers, manager Gulf Life in 
Miami for ten years, has been trans- 
ferred as manager to the company’s 
Pensacola, Fla., office. He is succeeded 
in the Miami office by V. M. Humphrey, 











formerly assistant manager, Jackson- 
ville, Fla., for the Gulf Life. 
E, J. Ames, Jr. 

E. J. Ames, Jr., Baltimore, has been 


tinental Assurance of Chicago with 
headquarters in the offices of Carr & 


resents the Continental Casualty. Mr. 
Ames had been associated with Johnson 
& Higgins. 





Life Agency Notes 











The Eureka-Maryland Assurance has 
appointed L. M. Lamb special agent at 
Danville, Va. 

The Capitol Life of Denver has ap- 
pointed W. J. Benston general agent for 
western Washington with offices at 822-24 
Insurance building, Seattle. 

The Northern Life has appointed E.J. 
LaRue assistant manager at Portland, 
Ore. He was formerly with the Travel- 
ers in Worcester, Mass., and Seattle. 

Cc. E. Barr has resigned as a district 
manager of the Equitable Life of New 


Brinton, 22 Commerce Street, which rep- | 


the Capitol Life at Corpus Christi, 





York, at Columbus, O., and will devote 


| all of his time to personal production, 


L. T. Van Campen has been appointeg 
special agent for the Penn Mutual Life 
in Scranton, Pa. He has opened offices 
in First National Bank building. 

J. H. Good, formerly superintendent of 
Tex, 
has been made general agent there by 
the Great American Life of San Antonio 

The Texas Prudential of Galveston, 
Tex., has appointed C. B. Jackson mana. 
ger of its ordinary department in Daj. 
las. Offices will be located in the new 
Tower Petroleum building. 

R. E. Harris has been named district 


manager of the Mutual Life of New 
York at Sheldon, Ia. He is from me 
Vernon, S. D., and succeeds George 


Reeves, resigned. 

The All-States Life has appointed T,g, 
Jackson, Sledge, Miss., general agent for 
northwest Mississippi, and J. M. Way, Jr, 
Nashville, Tenn., supervisor for J, y 
Way general agency for middle Tennes. 
see. 
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Conservation Work Pays 





Reinstatements by Mutual Life, N. Y. 
Agents at Washington, D. C., 
Bring Profits 


The practical value of conservation 
work is illustrated in the Washington, 
D. C., agency of the Mutual Life of 
New York, where the sales force prof- 
ited in 1930 to the extent of $7,000 in 
renewal commissions due to reinstate- 
ments by the service representative 
maintained in that agency. Thomas 
P. Morgan, Jr., is manager of the 
agency. He has completed 29 years of 
service with the Mutual Life. The 
agency ranked first among all the com- 
pany’s agencies for August and ranked 
second for the past 12 months. 

The Morgan agency has a good rec- 
ord for persistency and the reason is 
believed to be that it sells a large pro- 
portion of permanent insurance, the 
average premium being $40 per thou- 
sand, 


Western & Southern Meeting 


The Western & Southern Life held 
its tri-state convention in Pittsburgh 
last week. There were 500 agents from 
Pennsylvania, West Virginia and Ohio 
in attendance. President C. F. Williams 
told of the expansion plans for Penn- 
sylvania. The Western & Southern 
plans to put 15,000 new men to work 
in the tri-state area. Mr. Williams said 
the Western & Southern does not in- 
vest in corporate bonds or stocks but 
in government bonds or first mort- 
gages. 


Teach Baltimore Life Courses 


W. P. Stedman, Clayton Demarest, 





appointed general agent of the Con- 


Tr., and G. A. Myer, are the instructors 








for the life underwriting courses of the 
Baltimore College of Commerce, Y, M. 
C. A., beginning Sept. 28 and closing 
June 10, 1932. 

The Masterson agency at_ Newark, 
N. J., of the Equitable Life of New York 
will hold an educational conference Sept, 
16-18 at Atlantic City. 

S. W. Morgan, 72, assistant superin- 
tendent Prudential in the Batavia, N. Y, 
district for many years, passed away 
last week in his home in LeRoy, N. Y, 








Central Western 
State News 








Test Societies’ Legal Status 


Indiana Assessment Outfits Not Re- 
quired to Report to Insurance De- 
partment or Maintain Reserves 














INDIANAPOLIS, IND., Sept. 24— 
A friendly suit has been filed here by 
the state against the National Colored 
Aid Society of Indianapolis to deter- 
mine its legal status and that of 16 
others of like nature, which are operat- 
ing under the non-profit corporations 
act of 1889. Within the past two years 
17 associations have been organized 
under this act to furnish life and dis- 
ability insurance to their members 
They are not required by law to report 
to the Indiana insurance department and 
for some time there has been a growing 
question as to their right to operate. 
The plan of operation is to collect dues 
for operating expenses and then, m 
event of the death of a member, collect 
a per capita assessment, as $1.00 per 
member in a class of 1,000 to pay the 
death claim. No reserves are maintaine¢ 
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and the operators get their revenue 


from the dues. 


McCaughey Agents Meet Oct. 8 


On Oct. 8-9 the agency force of the 
Northwestern Mutual Life, W. F. Mc- 
Caughey general agency, comprising 15 
southern Wisconsin counties, will hold 
its annual agency meeting in Racine. 
Dr. S. S. Huebner, University of Penn- 
sylvania, will speak on the “Investment 





$s 


Elements of Life Insurance” at the ban- 
quet. Other speakers will be C. H. 
Parsons, superintendent of agencies; W. 
Ray Chapman, assistant superintendent 
of agencies and H. R. Ricker, assistant 
secretary from the home office. 


Campbell & Campbell Celebrate 


The Campbell & Campbell agency of 
the Lincoln National Life at Columbus, 
O., conducted a one day sales school 
and entertained more than 100 leading 
citizens at a banquet recently. The 
agency has been awarded the class one 
Hall plaque for agency production and 
Herbert Campbell has won the Hall 
cup for personal production. 





Davis, Hungerford Lectures 


Roy L. Davis, assistant manager in 
Chicago for the Union Central Life, and 
B. W. Hungerford, of the trust depart- 
ment of the Central Republic Bank and 
Trust Company, Chicago, started the 
evening of Sept. 24 a course of 17 weekly 
lectures at the Chicago Central College 
of Commerce of the Y. M. C. A. The 
courses are preparatory for the C. L. U. 
examination. Mr. Davis’ lectures are di- 
vided topically, “Function of Life Insur- 
ance,” “Policy Contracts,” “Sales Meth- 
ods.” Mr. Hungerford’s lectures are 
divided “Transfer of Property by Death,” 
“Administration of Estates,” “Personal 
Trusts,” “Insurance Trusts,” “Corporate 
Trusts,” “Taxation,” “Corporate Fidu- 
ciaries.” 


Indiana Companies Meet 


The annual meeting of the Association 
of Indiana Legal Reserve Life Insur- 
ance Companies was held in Fort 
Wayne, Ind., recently at the home office 
of the Lincoln National Life. Twenty- 
two representatives of Indiana com- 
panies were present. A general dis- 
cussion of business affairs of the asso- 
ciation was held. 

The delegates were guests of the Lin- 
coln Life at a noon luncheon at which 
Arthur F. Hall, president, presided. The 
annual election resulted in the following 
officers: 

President, Harry Wilson, vice-presi- 
dent American Central Life; vice-presi- 
dent, R. E. Sweeney, vice-president 
State Life; secretary, H. G. Woodbury, 
Reserve Loan Life; S. L. Alexander, 
president Lafayette Life and President 
Hall of the Lincoln National were 
elected members of the executive com- 
mittee. 


Life Course at Ohio State 


Life underwriters in Columbus and in 
cther cities within driving distance of 
Columbus have been asked to join the 
evening classes at Ohio State University 
this fall and winter. Instruction will be 
given in salesmanship and management, 
mcome tax accounting, principles of in- 
vestments, economics and business law. 
J. W. Ray, president of the Life Under- 
writers Association of Columbus, in a 
letter to the life underwriters, says that 
he believes that this instruction will be 
especially valuable to those who are pre- 
Paring for the C. L. U. degree. 


Fleischer Agency Contest 


The Fred Fleischer general agency of 
the Abraham Lincoln Life in Chicago 
1s conducting a six weeks’ business pro- 
duction contest which started Sept. 1. 

very agent has entered into the spirit 
of the contest. The company has pre- 
pared an impressive sales book which 
will be given as a prize to each agent 
who qualifies. In order that an agent 


qualify, he must mark up 18 points to 
his credit. One point will be allowed for 
each $1,000 life or any accident and 
health application. The allotment has 
been made low so that every agent will 
have a good chance to win one of these 
helpful sales books. Mr. Fleischer has 
been general agent of the company for 
11 years. He has an organization of 25 
producing agents and also has made a 
good record as a personal producer. 


Illinois Sales Decline 

Illinois life insurance sales, according 
to the Illinois Chamber of Commerce, 
show a total of $481,220,000 sales com- 
pared to $574,530,000 sales for the same 
period in 1930. August, 1931, sales of 
life insurance in Illinois of $52,278,000 
were $1,839,000 less than for July and 
$8,280,000 under sales for the same 
month a year ago. 


Van Goldman Expands 


A. Van Goldman, manager ordinary 
department Prudential in Chicago, has 
taken addititional quarters adjoining his 
present offices in the Insurance Ex- 
chage. This is the third time he has 
enlarged his quarters since moving into 
the Insurance Exchange in December, 
1928. 

The agency had an increase of more 
than 10 percent in paid for business for 
the first six months of this year as com- 
pared with 1930, which was his peak 
eyar. 

Mr. Goldman became manager in 
June, 1927. He began immediately to 
build up an agency force of full time 
producers, and also to develop the brok- 
erage end of the business in his city. 
He expects to close September with at 
least $1,500,000 written business. 





Cleveland School Incorporated 


The Policyholders Life Insurance 
School, Cleveland, has been incorpor- 
ated, for the purpose of promulgating 
facts regarding life insurance and in- 
structing those who intend to engage 
in this line of work. G. W. Bodenhorn 





is one of the incorporators. 





Central Notes 


The Mutual Trust Life held a state 
convention in Lansing, Mich., last week. 

The Chipman agency of the Equitable 
Life of New York at Columbus, O., is 
taking over the Beggs building in Co- 
lumbus. 








Missouri Valley 
State News 











Revive Insurance Day Plans 





Chairman Olson Learns of Duties 
Through “The National Under- 
writer” and Gets Busy” 





LINCOLN, NEB., Sept. 24—A. B. 
Olson, the new chairman of the insur- 
ance subdivision of the Lincoln cham- 
ber of commerce, will shortly take up 
with the officials of that body the mat- 
ter of holding the annual Nebraska In- 
surance Day in Lincoln, either in Oc- 
tober or November. Mr. Olson was 
unaware, until he read it in THE 
NATIONAL UNDERWRITER, that sponsoring 
this annual celebration was a part of his 
new duties, and so many have called him 
up or written him since they read that 
there would probably be no convention 
this year, that he will undertake the 
task of securing an attractive program 
at once. 


Warns Assessment Society 


Commissioner Brown of Minnesota 
has warned the  Fillmore-Olmsted 
County Mutual Benefit Society that it is 
operating in violation of the state insur- 
ance laws. The society, according to 
Commissioner Brown, is organizing 








about 1,500 members on an assessment 








An Instrument 
of Philanthropy 


Philanthropy has found that life insurance, 
next toa direct gift by the living man and woman, is 
the most satisfactory instrument of philanthropy. The 
life insurance is paid direct to the institution. It does 
not go through an executor’s hands nor is caught in 
the routine of estate settlement. It is paid in full. 
There can be no diminution because of securities that 
have fallen in price, or because of administration costs, 
or because of a contested will. It goes, in full, straight 
to the institution. And not only does it go straight 
and in full, but it goes immediately. 


Vast amounts of insurance are being used for this 
object—used not only by the rich, but also by those of 
almost no means. The man or woman who has been 
devoted to an institution, but has no estate to leave, 
can by means of life insurance bequeath a sum which 
testifies to the strength of his or her devotion, and would 
not cause the giver to be ashamed if he or she could see 
the amount made public after death. 


THE PENN MurtTuat LiFe INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square Founded 1847 
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Forging Ahead 


Even the most visionary of the men who formed 
this Company would marvel at its present scope. 
They were seeking to provide for themselves, a 
select group, insurance with every advantage 
and safeguard accruing to their beneficiaries. 
Other men sought membership in the Company 
and it has grown steadily, especially since the 
turn of the century. Outstanding performance 
of every life insurance function has insured the 
future growth of the Company noted for eighty- 


six years of sound, conservative underwriting. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





..modern life insurance since 1845.. 
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YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern policies 
Constructive Sales Helps 
Personal Home Office help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of life 



























































No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with 


The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 


I. A. Morrissett, President, will gladly give you 
complete information. 


——_——— 


ATLANTIC 
ADVANTAGES 


Atlantic’s outstanding Aces! 

















Conventions—this year in Toronto, next year 
in New York City—are a constant stimulus to 
our field men to produce and conserve business 
in order to qualify for attendance at these 
inspiring and educational meetings. 


ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 


Angus O. Swink, President Wm. H. Harrison, Vice Pres, & Supt. of Agencies 


Honestly, It’s the Best Policy 
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plan, promising a payment to benefici- 
aries of deceased members. This con- 
stitutes the writing of imsurance, Com- 
missioner Brown claims, and the society 
must therefore comply with the insur- 
ance laws and department rulings. The 
society is not incorporated and has not 
been licensed. 


Operate Claim Racket 


KANSAS CITY, MO., Sept. 24.— 
Following an investigation by the in- 
surance department, J. F. Holland, dep- 
uty superintendent, issued a warning 
that it is not necessary to pay fees to 
so-called insurance adjusters in order 
to collect the proceeds of life insurance 
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policies. The investigation revealed 
that there were individuals operating jp 
Missouri by taking death notices from 
newspapers and addressing letters to 
relatives of the deceased soliciting the 
business of collecting the policies. 





Wichita C. L. U. Class Resumeg 


The Chartered Life Underwriters 
class in Wichita, Kan., was resumed 
Sept. 14 with a large registration of 


Wichita life men. Dean Frank A. Neff. 





University of Wichita is director. 
Agents of the Iowa agency of the 
National Life of Vermont held a one. 


sales conference in Cedar 


last week. 
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New Federation Organized 





South Carolina Body Elects J. E. 
McDavid, Sr., of Columbia 


First President 





J. E. McDavid, Sr., of Columbia, is 
president of the Insurance Federation of 
South Carolina, which has just been or- 
ganized at a meeting in Columbia, at- 
tended by J. T. Hutchinson, secretary 
Insurance Federation of America. The 
vice-president and general counsel is A. 
T. Tobias, Jr.. Columbia; other vice- 
presidents are A. G. Furman, Greenville, 
H. S. Reeves, Charleston, John A. Law, 
Spartanburg; secretary and treasurer, J. 
M. Bigham, Columbia. 

The directors are H. P. Moses, Sum- 
ter; R. M. Kennedy, Jr., Camden; J. L. 
Richardson, Lake City; J. H. Unger, 
Batesburg; G. W. Kinghorn, Beaufort; 
D. D. Magrath, Conway; M. M. Matti- 
son, Anderson; R. B. Aileen, Columbia, 
and I. M. Lumpkin, Columbia. 


Denies Company License 


MONTGOMERY, ALA., Sept. 24.— 
Superintendent Greer has declined to 
license the Bankers Union Mutual Ben- 
efit of Montgomery to do a mutual aid 
business in Alabama, on the ground 
that its real purposes are to do a life 
insurance business on the assessment 
plan. 








Tighten Up on Fraternals 


MONTGOMERY, ALA., Sept. 24.— 
Notice has been sent out by Superin- 
tendent Greer to all fraternal societies 
engaged in writing a life insurance busi- 
ness, especially negro organizations, 
that hereafter the laws will be more 
rigidly enforced regarding them. They 
must charge adequate rates and have 
the required reserve. Most of the col- 
ored fraternal orders are not meeting 
these requirements, he says, and begin- 
ning Jan. 1, 1932, no colored fraternal 
order will be licensed unless it shall be 
prep2zred to operate upon a schedule of 
rates which will insure such company 
treating policyholders fairly. 





Thompson Leaves Agency 


V. L. Thompson has resigned from 
Thompson & Carter, Little Rock, Ark., 
agency for the Northwestern National 
Life. He first entered the insurance 
business as publicity director for the 
Associated Home Insurance Companies, 
Little Rock, and later was vice-president 
of the Home Life. He was vice-presi- 
dent of the Pyramid Life before he re- 
signed to establish the Thompson & 
Carter agency. 


Campbell Agency’s Big Gain 


An increase of 83.2 percent in insur- 
ance paid for in August was shown by 
the Gordon H. Campbell agency of the 
Aetna Life, Little Rock, Ark., compared 
with August, 1930. Last month the 





pared with $580,000 for August, 1939, 
A gain of 11.8 percent was shown for 
the year to Aug. 31, the total being 
$6,689,336. 





Mortgagee Clause Approved 


OKLAHOMA CITY, Sept. 24—Ryl- 
ing on a mortgagee clause required by 
the Penn Mutual Life on fire policies 
covering its loans in Oklahoma the State 
insurance board has approved the de. 
claration in bold face type: “The pre. 
mium on this policy has been fully 
paid in cash.” ) 

The effect of this clause is to pro. 
tect the mortgagee without subjecting 
it to any obligation to pay the pre 
mium on demand, such as is found in 
most mortgagee clauses. 

J. H. McElroy, actuary of the insur. 
ance board, says such an agreement re- 
garding payment of the premium is quite 
satisfactory to the board and in fact will 
be required in the future and that in the 
future the ruling of the board will be 
to the effect that the agent issuing the 
policy must protect the loan company 
by collecting all premiums due before 
delivering the contract to the loan com- 
pany. 





Sales School at San Antonio 


Ted M. Simmons, manager of United 
States Agencies of the Pan-American 
Life, conducted a sales school for south- 
west Texas agents at San Antonio. At 
the invitation of E. W. Wade, southwest 
Texas manager, a number of agents for 
other companies attended the lectures, 
in addition to 40 representatives of the 
Pan-American. 





Doctors’ Outfits in Trouble 


Temporary injunctions have been 
issued against the Doctors Life Club ot 
the Mutual Life of America, Dallas, and 
against the Physicians Mutual Life Club 
of Home Protective Association No. 1 0 
Waco. Both organizations were formed 
as fraternal beneficiaries and are charged 
with violating the Texas insurance laws. 








News of Pacific 
Coast States 








——— 





San Francisco Course Started 


Keen Interest in Plan Manifested by 
Other Associations—275 Are Regis 
tered—100 Percent Attend 








SAN FRANCISCO, CAL., Sept. 23. 
—With a registration in excess of % 
and practically 100 percent attendance 
at the two sessions so far held, tm 
ten weeks’ training course being offe 
to its members by the San Francisco 
Life Underwriters Association, proms 
to be not only an unprecedented a 





agency paid for $1,063,000, exclusive of 
group and wholesale insurance, com- 





complishment, but the forerunne’ 
similar courses established by loca 
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= 
underwriting organizations throughout 
the country. ; ; . 

Intense interest in the course is being 
registered by a number of other local 
and indications are that 
similar courses, following in the wake 
of this unique set-up, will be offered 
by the majority of associations who 
have requested the complete set-up of 
the “San Francisco Plan,” which was 
visualized by President Ben F. Shapro 
in his inaugural address and put into 
action under his direction by Gerald F. 
McKenna, unit manager of the Penn 
Mutual Life. a ileal 

A complete syllabus of each “lesson” 
is furnished to all students in the class 
in addition to an attractive binder on 
which is lettered in gold “Learn _as 
though you were to live forever—Live 
as though you were to die tomorrow.” 
Blank sheets for the binder as well as 
charts and graphs are also furnished at 
each session so that when the course 
is finished the students will have com- 
plete outlines of the entire 20 sessions. 

The first session was presided over 
by Mr. McKenna, who outlined in de- 
tail what the course would contain. 
Other speakers at this session were R. 
H. “Bill” Mouser and Leslie F. Rice, 
general agent Connecticut Mutual. Mr. 
Mouser explained in detail the renewal 
chart developed by Mr. Shapro many 
years ago and which is now being used 
extensively in other agencies through- 
out the country. 

James M. Hamill, million dollar pro- 
ducer of the Equitable of New York at 
San Francisco, spoke at the second ses- 
sion on “Personal Organization—the 
Individuals’ Working System.” 





Sparver at San Francisco 


SAN FRANCISCO, Sept. 24.—C. E. 
Sparver, new director of agencies for 
the Reliance Life was introduced to the 
agency organization of northern Cali- 
fornia at a meeting held in San Fran- 
cisco. Angus Allmond, who opened the 
company’s first office on 
Coast in San Francisco, announced at 
the meeting that he planned to retire 
next month after having served the Re- 
liance more than 32 vears. E. M. Arm- 


the Pacific | 


first two agents Mr. Allmond appointed, 
more than 20 years ago, told of their 
early experiences. 

Vice-President J. N. Jamison and J. 
H. Parker accompanied Mr. Sparver on 
his swing about the country to meet 
the agency organization. 





Branigan, Koerner Resign 


Following merger of the Western 
States Life and the California State 
Life, J. F. Branigan, manager at San 


Francisco for the California State, an- 
nounces his resignation. “Phil” Koer- 
ner, manager California State Life at 
Oakland is also resigning. It is under- 
stood that G. T. Carmona, manager of 
the Russ Building agency of the West- 
ern States Life, will assume Mr. Brani- 
gan’s duties. 


Rex Bixby Reports Progress 


Rex Bixby, general manager of the 
recently organized State Reserve Mu- 
tual of Denver, reports that the field 
force is producing at the rate of 100 
applications a month. Officers and di- 
rectors of the State Reserve Mutual are 
the same men affiliated with the Colo- 
rado Life. 





Open Investigation Service 

SALT LAKE CITY, Sept. 24—W. 
L. Payne, formerly a special investigator 
for the Department of Justice, has 
opened what will be known as the In- 
surance Intelligence Bureau with offices 
at 203-4 Boston building. The bureau 
will offer its services to life, fire and 
casualty companies in determining risks 








and in preventing fraud. Assistance will 
also be offered peace officers in investi- 
gating major crime. The personnel will 
include five men trained in special in- 
vestigation work. 





New Publication Appears 


The first issue of the new “Mountain 
States Insuror,” published in Denver by 
L. F. Scarboro, is out.’ It is to be pub- 
lished the 15th of each month in the in- 
terest of life, fire and casualty insurance 
in the Rocky Mountain area. Mr. Scar- 
boro is also publisher of the “Mountain 


strong and Captain Rudolph Smale, the | States Banker.” 
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Makes Gain in Membership 


San Francisco Association Now Has 
More Than 400 Members—Gain of 
123 Since August 31 








Memberships are still being received 
by the San Francisco Life Underwrit- 
ers Association as the result of the 
“Double the Membership in 24 Hours” 
campaign which was held on Aug. 31. 
At the present time the new members 
total practically 400, while a total of 
only 277 was necessary to achieve the 
“doubling” goal. President Ben F. 
Shapro credits a large part of this in- 
creasing and continued interest in the 
Association's program of rendering tan- 
gible and useful service to its members, 
as evidenced in the training course, and 
other projects announced by his admin- 
istration early in July. 

Other Associations Interested 


That the “shot” fired by the San 
Francisco Association in its “doubling” 
campaign will be heard in the other lo- 
cal associations throughout the country 
1s evidenced in the interest being dis- 
Played through requests for the com- 
plete set-up of the plan, including all 
ot the material used. Indications are 
= the record set by San Francisco 
be be a mark at which these associ- 
Nee = aim with the result that the 
+ ona Association will undoubtedly 
iow a remarkable gain in membership 





during the Present fiscal year. 


New York Association Meets 


Gray and Gilman Are Headliners on 
Program of First Meeting of 
Season October 13 








NEW YORK, Sept. 24.—Two head- 
liners, both of whom have addressed 
national life underwriters’ conventions, 
will speak at the first of the season's 
monthly dinners of the Life Under- 
writers Association of New York Oct. 
13. They are A. E. N. Gray, assistant 
secretary Prudential and C. C. Gilman, 
National Life of Vermont at Boston. 
They have national reputations as in- 
surance speakers whose wit gives punch 
to their messages. Mr. Gray will speak 
on “Just Like in the Movies,” the sub- 
ject on which he talked at the Pitts- 
burgh convention of the National As- 
sociation of Life Underwriters. Mr. Gil- 
man will discuss “The Human Element 
in Selling.” As formerly the dinners 
will take place in the Belvedere room of 
the Hotel Astor. 

x * * 

Marshalitown, Ia—At the September 
dinner meeting of the Marshalltown as- 
sociation F. W. Darling, agency super- 
visor Bankers Life, spoke on “Life In- 
surance Trust Funds.” The next meet- 
ing will be held Oct. 10. 


x *« * 
COLORADO—Horace Mecklem, Port- 
land, Ore., general agent of the New 


England Mutual, addressed the Septem- 
ber meeting of the Colorado Association 
of Life Underwriters on “An Assured 
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F rom every angle — 


To the representative who wishes to see a 
future in his profession, a Jefferson Standard 
contract is most satisfactory from every angle. 


Personal Policyholder . . . 


. Company. 


® Contracts direct with Home Office. 


Liberal first-year and renewal commissions. 


Policies to fill every life insurance need, issued 


to all ages from day of birth to age 65. 


eae And of course, full cooperation between 


the Home Office and the Man in the Field with 
personal assistance, and modern sales-helps 


and promotion methods. 


@ For information address: 


< 1¢ ncy Manager 


LIFE 





Home Office 


MORE THAN 370 MILLIONS 


JEFFERSON STANDARD 
INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 


IN FORCE 














Leading Off 





decided increase. 


economics. 


ESTABLISHED 1860 


50 UNION SQUARE : : 





In August, new submitted busi- 
ness of many life companies (in- 
cluding The Guardian) showed a 


We believe this signifies the in- 
coming tide of popular recognition 
for life insurance as property, as 
unusually good property, — and as 
such, today’s prime investment. 


We believe this public realization 
will, in the months immediately be- 
fore us, endow the Field Force of 
American Life Insurance with the 
opportunity for a conspicuous lead- 
ership in the evitable return to more 
normal conditions in our national 


THE GUARDIAN LIFE 
INSURANCE COMPANY of AMERICA 


NEW YORK CITY 
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“,..JUST LIKE DAD’S” 


———— Trust Life Insurance Company’s Juvenile Policies. + 


juvenile policies 


policyholders, juvenile policyholders, 
or their parents, sometimes find them- 
selves unable to pay premiums promptly 
when due. 


Mutual Trust juvenile policies permit 
the use of extended grace, by means of 
an extension note, during the first three 
policy years; thereafter, premiums may 
be paid by premium-loan when neces- 


sary. 


MUTUAL TRUST 


| 
J UST as sometimes happens with adult 
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This is the sixth of a series concerning Mutual 








































R. R. Lounsbury, 
President 


George Ramee, 
Vice President, 
Supt. of Agencies 











September - October- November 


December - 1931 


What will they mean to you? 


When the present year comes to a close, will it find 
you further advanced along the pathway to success? 
MAKE THE ANSWER "YES." 
the opportunity now offered to all who contract with 
a Company whose policies are up to the minute and 
whose aggressive and progressive methods are re- 
sponsible for the remarkable record it has made. 


Take advantage of 
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BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Bankers National Life Building 


JERSEY CITY, N. J. 











Road to Increased Production” at Den- 
ver, Sept. 16. 
* * * 

Akron, 0.—The Akron association held 
its first fall meeting last week. C. J. 
Bowman, principal Buchtel high school, 
spoke on “A Bird’s Eye View of Hell by 
Moonlight.” 

x* *k * 

Southwestern Texas—The Southwest- 
ern Texas association, San Antonio, held 
its first fall meeting last week. P. P. 
Butler, vice-president and trust officer 
American National Bank of Beaumont, 
Tex., spoke on “Co-operation.” 

The Southwestern association is spon- 
soring another C. L. U. preparation 
course in connection with the San An- 
tonio high school. It starts the first of 
next month and enrollment of 100 is 
expected. 

* * * 

Boston—Mayor Curley of Boston will 
speak to the Boston association Sept. 30. 

ck 

Dayton, O.—At the Dayton associa- 
tion’s last meeting a talk was given by 
Howard Egbert on “Public Relations.” 

* * * 

District of Columbia—President D. S. 
Bethune of the District of Columbia as- 
sociation is urging legislation by Con- 
gress raising the requirements for life 
insurance agents in the District of Co- 
lumbia. 

*x* * * 

Syracuse, N. Y., Sept. 21—The Septem- 
ber meeting of the Syracuse association 
was designated as past presidents’ day. 
President W. L. Boyce presided and in- 
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George Cowton Elected 
President by Nebraskans 





YORK, NEB., Sept. 24.—At 
the annual meeting of the exec. 
utive committee of Nebraska Life 
Underwriters Association here Sat- 
urday the following officers were 
elected: President, George Cow. 
ton, Grand Island, Equitable Life 
of New York; vice-president, F, 
B. Summers, Omaha, New York 
Life, and secretary-treasurer, H. 
L. Reed, Lincoln, Mutual Life of 
New York. Mr. Reed is also 
president of the Lincoln associa- 
tion. It was voted to hold the an. 
nual convention at Hastings early 
in October, the exact date to be 
fixed later. Associations will 
shortly be functioning at Beatrice, 
McCook and North Platte. 

















troduced the speakers, who included 
W. B. Stark, A. M. Lewis and Elmer 
Beesley, former presidents. 

* * * 

Flint, Mich.—The Flint association js 
sponsoring an educational and _ sales 
course. The first fall meeting was ad. 
dressed by M. J. Walker, Detroit Life. 








Life Men Gather 
in Annual Session 
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tation of a report on what had been done 
along that line in Michigan. 

At the request of Julian S. Myrick, 
chairman, it was voted to hold over 
the committee dealing with federal 
estate tax questions, which has not yet 
completed its work. 

The proposed reorganization plan is 
the outgrowth of the suggestion made 
by Mr. Cummings at Toronto last year 
that some way should be devised to give 
recognition to state associations, where 
such organizations are in existence. 
When the committee got to work on the 
matter, it was found that it could not 
well be accomplished by amendment of 
the present by-laws and that an entire 
redrafting would be necessary. It was 
also felt that this would permit the 
making of several other needed changes. 

The committee has not yet reached 
the point where it is ready to make any 
recommendations other than that a new 
committee be appointed to carry on the 
work, which was approved by the ex- 
ecutive committee. Mr. Cummings, how- 
ever, in response to several questions, 
outlined one plan which has been under 
consideration. 


Cummings Tells Plan 


That would provide for increasing the 
number of trustees to 12 or 15, making 
them representatives of geographical 
districts and having them elected by the 
convention. The executive committee 
would be replaced by a national council, 
composed of the presidents of state asso- 
ciations and representatives of the met- 
ropolitan associations having 500 or 
more members, together with the trus- 
tees and former presidents of the Na- 
tional association. The local associa- 
tions would have their representation in 
the delegates to the national conventions. 
One objection made to having the 
trustees elected by the convention was 
that it would inject too much politics 
into the association. Other speakers 
suggested, however, that it had not been 


entirely free from politics in the past. 


Storer Appears Favorite 


Elbert Storer of Indianapolis seems 


to be favored for the presidency of the 
National association, although the sup- 
porters of C. C. Thompson of Seattle 
and T. M. Riehle of New York have by 
no means given up the fight. There has 
also been talk of drafting W. M. Duff 
of Pittsburgh, although Mr. Duff has re- 





peatedly stated that he would not accept 


the place and has asked that his name 
be not presented. 

Evansville, Ind., wa sannounced as 
the winner of the membership cup for 
the greatest percentage of increase in 
membership the past year. This makes 
the third successive year that this award 
has gone to an Indiana city, Fort Wayne 
having been the winner in 1929 and In- 
dianapolis in 1930. Despite its big in- 
crease last year, Indianapolis was sec- 
ond this time. 

At the opening of the first regular 
convention session, Chandler Bullock, 
president State Mutual Life, discussed 
the matter of conservation, stating that 
the percentage of gains to new business 
was on the decline before the depression 
began. He declared that lapsation, policy 
loans and “substitution” or twisting 
can be checked only by the men in the 
field, who are in close contact with 
policyholders. 

Simon on Business Cover 


Leon Gilbert Simon gave some brief 
but convincing reasons for business in- 
surance. He exploded the idea that busi- 
ness insurance means large cases, stat- 
ing that investigation shows the average 
of such cases is only about $7,000. 

How to analyze estates to determine 
insurance needs was told by Gilbert T. 
Stephenson of Wilmington, Del., presi- 
dent of the Trust Company Division ot 
the American Bankers Association and 
vice-president of the Equitable Trust 
Company of Wilmington. The require- 
ments sound simple, but the qualities 
necessary to make a proper analysis 
stamp their possessor as a professional 
man of the highest grade, said Mr. 
Stephenson. 


Demand for Policy Loans 


LINCOLN, NEB., Sept. 24.—All Ne- 
braska life insurance companies report 
an unusually heavy demand for policy 
loans during the last four months, and 
while some of the company executives 
say there has been a letup in the de- 
mand, others say that it continues al- 
most as heavily. Several companies were 
forced to sell securities to meet this 
demand, which under the Nebraska law 
must be met, while others have devot 
their entire surplus income to m ' 
policy loans. This has taken many 0 
the companies, both foreign and ¢o 
mestic, operating in Nebraska, out of the 
field of farm loans, in which most Ne 
braska companies have been investing 
in the past and in which foreign com 
panies have been interested for years 
maintaining separate loan agencies 10 
that purpose. 
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_ DISABILITY FORUM COMES TO AN END | 
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lines and while we are not ready to make 
any announcement, we hope within a 
short time to have something definite to 
say regarding this matter. 

~ Frankly, 1 wish—and I am sure many 
other company officials also wish—that 
we could gradually retire from the dis- 
ability field, writing only premium 
waiver, but I do not think that this is 
the time to take such a radical step, but 
believe that we are now coming to the 
point where we will reduce the benefits 


instead. si ts te 
stern Official Tells 
—. the Difficulties 


Following are the ideas of the execu- 
tive of a large eastern company: A 

Our company has made losses on dis- 
ability benefits but these losses have not 
reached the figures reported by some of 
the other companies. We have to rec- 
ognize, however, that the income disabil- 
itv benefit is still experimental even after 
15 or 16 years experience, as we have 
not yet felt the full effect of the chronic 
diseases of the later ages. 

Today we appreciate more than ever 
before that the underwriting of disabil- 
ity benefits requires particular attention 
along entirely different lines than is re- 
quired for life insurance and from that 
thought there will arise immediately the 
question as to whether life insurance 
companies can successfully offer an in- 
come benefit to the public. Our position 
is that we recognize the waiver of pre- 
mium benefit as being very desirable. 
The income disability benefit creates 
such problems, however, that we have 
serious doubts about it and the matter is 
so extremely complicated with problems 
of underwriting, of claims and of com- 
petition with other companies. 

2 2 


Undue Emphasis Placed 
on Disability in Sale 


The executive of the middle western 
company who favors waiver of premium 
only, says: 

“I am against the disability provision 
in life insurance policies.. In the first 
place, I think that it opens the door to 
conscious or unconscious misrepresenta- 
tion by agent. The provision is not life 
insurance. It is non-cancelable accident 
insurance and, upon investigation, you 
will find that many agents, in their en- 
thusiasm to make a sale, place undue in- 
terest upon it in selling a life insurance 
policy, with the consequent dissatisfac- 
tion when the insured finds out what it 
really is, or the insured being well sold 
on its possibilities is looking for a chance 
to enjoy some of the benefits he has 
paid for—which also makes trouble for 
the company. In many cases you have 
well defined malingering between, we 
will say, an income of $50 a month, to- 
gether with some other income or aid 
received from relatives, enabling a man 
to get by nicely with a nervous break- 
down, anemia, rheumatism, or some- 
thing like that. 

Obviously, it requires a different atti- 
tude in the underwriting department and 
certainly a different attitude in the claim 
department than we have in the average 
life insurance companies. Life insurance 
has been built up by prompt and gener- 
ous handling of policy claims. The line 
of demarcation is very clear—the man is 
either dead or alive. In the majority of 
Cases, the claim is handled largely as a 
matter of routine, with the certainty that 


it will be paid—there is no ground for 
argument. 


Cloud May Appear on 
tation as to Claims - 


To bring this claim in contact with a 
> erp which is inequitable means that 
‘ey are either going to take claims for 
disability too easy in line with poor life 
imsurance Practice, or else they are go- 
ne to examine them properly, resist 
em where the circumstances call for 





this action, and put a cloud on the gen- 
eral reputation tor handling life insur- 
ance claims. 

Of course, the loss in the whole mat- 
ter has been due to the fact that accident 
claims were handled on a life insurance 
basis with a minimum of contest and 
quibbling. This attitude has been accen- 
tuated by the desire to keep in force a 
life insurance policy or group of life in- 
surance policies that the agent consid- 
ered would be jeopardized if the claim 
was resisted, and this contribution to 
good-will has been too expensive‘as well 
as an obvious injustice to the great body 
of policyholders who did not carry the 
disability rider. In other words, hand- 
ling the disability claim on a life insur- 
ance basis, upsets the normal claim ratio. 

I am, however, in favor of waiver of 
premium rider on an adequate basis, as 
I feel it is only just that a man in as- 
suming a premium burden for the benefit 
of his family, should have an avenue 
whereby in event of disability, he should 
not lose the insurance or find his pre- 
mium a crushing burden. I think that 
the experience with the waiver of pre- 
mium is very much better than it is on 
the disability clause. 

* * * 


Strict Interpretation 
of Contract Advocated 


Following is President Lacy’s reac- 
tion to the problem: 

I look forward to the time when life 
insurance companies will abandon the 
present attempt to handle this benefit, 
realizing that it does not fit in with their 
other activities and lessens the confi- 
dence of the public in life insurance 
companies. 

Obviously, there are many difficulties, 
which I need not point out, in view of 
the very clear comments being made 
constantly by officers of other compa- 
nies. It seems to me, however, that any 
company doing this kind of business 
ought to have a staff of claim experts 
ready to attend to it. 

The one recommendation I would like 
to make then, is that insurance compa- 
nies join together in holding up the pay- 
ment of all disability claims until they 
have been made to comply with the con- 
ditions of the policies and that they do 
not fear the effect the rejection of unjust 
claims would have on their business. A 
good part of the present trouble is due 
to the early liberality shown by many 
insurance companies. The courts them- 
selves would react to this attitude of the 
companies. An insurance company need 
not pay a claim shot through with fraud, 
merely because it wishes to maintain a 
record of prompt claim payments. As 
far as my experience goes, insurance 
commissioners have very’ generally 
backed the companies up in every fair 
attitude of this sort, and I believe if the 
lid is clamped down hard in this one re- 
spect, many good results will follow. 

This company issues disability insur- 
ance, but would not do so unless, as we 
see it, we were forced to do so because 
of the practices of other companies. 


President Williams Views 


“Departmentizing the industrial life 
insurance agents, which is being dis- 
cussed at the Pittsburgh convention of 
the National Life Underwriters Asso- 
ciation, interests me greatly,” said C. F. 
Williams, president Western & South- 
ern Life, in a recent interview. “There 
has been too much uncalled for dis- 
crimination between the representatives 
of the strictly ordinary companies and 
representatives of the industrial life 
companies. As everyone who sells life 
insurance meets the same problems, re- 
gardless of the plan of life insurance 
sold, I can see no justification for mak- 
ing a distinction between life insurance 
agents representing the various branches 
of life insurance.” 
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In all our efforts to conserve and re- 
claim the business of life insurance 
companies, the policyholder's inter- 
est comes first. 

After figuring what is best for the pol- 
icyholder, our representatives adjust 
the case on whatever basis will be 


THIRD most satisfactory to the company. 
Having safeguarded the interests of 


both the policyholder and company, we are entirely willing to count 
ourselves third in the transaction. 


= 
FIRST 


Every member of DeBarry & Associates, Inc., is pledged to strict 
observance of this code of ethics under any and all circumstances, 
in consequence of which our files are full of complimentary letters 
from satisfied clients. Our service embraces every phase af edie. 
vation work, including: 


1. Reclamation of lapsed policyholders, whether on extended 
insurance or paid-up status. 


2. Prevention of lapses by prompt attention to policyholders 
who have loaned on their policies. 


3. Transfer of insurance on an inadequate reserve basis to 
the full legal reserve basis. 


4. The writing of additional insurance in YOUR company 
on the lives of old policyholders upon whom we call, and 
new business as a result of these contacts. 


DeBarry & Associates, Inc., will either operate independently or work with your 
agents. Regardless of the method of operation, the good will of your agency 
force is maintained and the agents themselves become much more alert to the 
value of conservation work. 


May we tell you more about the means and methods whereby we can bring 
about a real "Business Revival" right within your own ranks during the rest 


DeBARRY & ASSOCIATES, INC. 


Insurance Counselors 


222 West Adams Street CHICAGO, ILLINOIS 
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LISSEN, 
BILL-- 


I am Responsible for Them, with 
Them and TO THEM !— 

God gave them to me to love and 
cherish, to guide and pro- 
tect, and I am duty-bound to 
be the “best” father TO 
THEM— 

If I do not feed and clothe and 
shelter, if I do not educate 
and shield and prepare them 
for Life’s Responsibilities, I 
am weak, selfish and un- 
grateful, and I do want 
to be more than an Average 
man—TO THEM !— 

I’ve had Hard Knocks—had to work as a youngster while others Studied and 
Mastered—I’m just a plain, self-made Life Insurance Man, not even com- 
fortably well off in This World’s Goods, and not over-zealous as a re- 
ligionist, but it seems to me, Moral Law or no Moral Law, common 
gratitude would tell me that I owe it all—TO THEM !— 

When their Little Mother took me for Better or for Worse, she could have 
done Worse if I hadn’t seen my chance to do Better, and when the Kiddies 
came, well, we determind to be Real Parents—TO THEM !— 

Something told me that, if I could talk with my Widow, my Wife would say, 
“Yes, Bill, insure—FOR THEM!” 

So the Little Home is Ours—It will be paid for if I live, and an Income 
will be Mine when I'll need it more than I need it NOW, thanks to Agency 
Commission Renewals and a Monthly Income policy—if I die, my life 
insurance will cance! the Mortgage, and the Monthly Income will go—TO 
THEM !— 

Bill, if I loved Money Here, I wouldn’t put my commissions into Premiums for 
Money Hereafter—it’s purely a question of whether I love a Few Dollars 
Yearly and keep them close, or love my Family Dearly, and keep close— 
TO THEM! 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 
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LIFE ACCIDENT 


































Protective Success Factors 
(Number 6 of a Series) 


TERRITORY 


There is opportunity for both the city and the rural agent 
in the “Heart of the South.” Protective Life’s territory 
includes such cities as Birmingham, Montgomery, Mobile, 
New Orleans, Dallas, San Antonio, Houston, Fort Worth, 
Jacksonville, Miami, Nashville, Chattanooga, Memphis, 
Knoxville, Asheville and Raleigh. 


The agent who prefers rural work may find it with this 
company in Alabama, Mississippi, Louisiana, Tennessee, 
Texas, Florida and North Carolina. 
Such territory plus modern agency 
service, plus the right man, whether 
he be rural or urban, make an ideal 








aan combination. 
’ FACTORS We have the company, the territory, 


the agency service. Are you the 


right man? 


Retirement Plan for 
agents and managers. 




















2. Annual convention. Operating in Alabama 
, 
3. Agency Service. Mississippi, Louisiana, 
4. Policyholders’ Service. Tennessee, Texas Flori- 
, 
5. Training. da, and North Carolina. 
6. Territory. 
7. Contract. 
8. Conservation. 
9. Expansion. | 
10. Enthusiasm. | 
LiFe INSURANCE Q. 
BIRMINOHAM, ALABAMA, 








‘Industrial Men 
in Annual Meet 
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accident policy contract, but very little 
if any headway has ever been made 
toward its adoption by more than one 
company. If that could be agreed upon 
and used it would no doubt go a long 
way toward the solution of this prob- 
lem. It would then be a matter of give 
and take on the part of companies op- 
erating in the same territory.” 
Comments on U. 8S. Figures 


Mr. Kendall gave figures obtained 
from Hugh S. Cumming, surgeon-gen- 
eral Public Health Service, and made 
public by President Hoover, to the effect 
that in 13 states with combined pop- 
ulation of over 43,000,000, death rate in 
the first five months of 1928 was 13.7 
per 1,000, for the same period of 1929, 
13.5, and the like period of 1930 and 
1931, 12 per 1,000. 

Mr. Kendall commented that in view 
of these figures it is difficult to recog- 
nize the claim experience furnished by 
the conference statistical committee 
which shows the highest claim rate bill 
for 1930 of any year in the history of 
the business, and likewise the claim 
ratio for the first half of this year, which 
is higher than in any similar period. He 
said that it might appear to be a reflec- 
tion on underwriting, but if not, it indi- 
cates a liberality in claim settlement. 

The statistical committee report, read 
by R. A. Halley, National Life & Acci- 
dent, chairman, stated that in comparing 
the experience of different reporting 
companies, the most promisent feature 
observed was the wide range. 


Others on the Program 


There were three addresses in the 
second session, by H. N. Lukins, gen- 
eral counsel Washington National, Chi- 
cago, on “Some Observations ofthe In- 
dustrial Insurance Business’; A. J. Mc- 
Andless, vice-president Lincoln Na- 
tional, on “Some Underwriting Prob- 
lems of Ordinary Life Business,” pre- 
sented in another column of this issue, 
and H. C. Smith, Retail Credit Com- 
pany, on “Inspecting Industrial Busi- 
ness.” 

At the closing public session, Frank 
J. Walker, president Kentucky Central, 
and A. B. Langley gave addresses. Mr. 
Walker discussed the heavy lapse on in- 
dustrial health and accident debits. 

An executive session was held the last 
day, limited to company officials, at 
which claims, general expense and ac- 
quisition costs were discussed and the 
statistical report analyzed. The confer- 
ence banquet was held the second eve- 
ning. Raymund Daniel, Atlanta, perma- 
nent “czar” of the conference golf tour- 
nament, awarded golf prizes. 
Weede, manager Asheville chamber of 
commerce, talked. 

Selection of next meeting place and 
date will be made by the executive com- 
mittee. Invitations were received from 
Asheville, Jacksonville, Fla., and French 
Lick, Ind. 


Managers Sessions 
At National Rally 
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Thirty-one” was his topic. He drew a 
prolonged ovation, the audience particu- 
larly liking his concluding statement: 
“Salesmen will lead the business world 
out of the mire of depression into the 
sunlight of prosperity.” 

Holgar J. Johnson, the dynamic gen- 
eral agent for the Penn Mutual in Pitts- 
burgh, closed the morning session. He 
dwelt on the necessity for retraining old 
agents, pointing out that it is the class 
that has slumped most seriously. 

After lunch the manager separated 
into three groups, according to the 
population of their territories. Chair- 
man of group one was G. T. Vermil- 
lion, manager in Milwaukee for the Mu- 
tual Life of New York; group two, J. 














S. Drewry, Mutual Benefit in Cleveland; 
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L. A. GLOVER & CO, 
Consulting Actuaries 
128 North Wells Street, Chicago 
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‘J. Charles Seitz, F. A.I.A, 
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Auther “A System and Accounting fer a Lite 
insurance Company.” 
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Group three, S. T. Whatley, Aetna Life 
in Chicago. There were prepared 
speeches at each of the groups on the 
same subjects: “Securing New Agents 
and Getting Them into Production 
Promptly,” and “Financing Agents and 
Their Business. 
Views on Financing 


Instructions were given that the dis- 

the speeches on financing 
be reproduced as it was felt 
it might create unrest in the field. 
Briefly, therefore, the sentiment at 
group three, consisting of representa- 
tives of the largest cities, seemed to 
favor financing with certain restrictions ; 
at group two, medium sized centers, the 
speaker favored financing agents on 
earned commission through the banks; 
group one, small cities and rural terri- 
tory, for financing through the medium 
of finance corporations affiliated with 
the agency. ‘ . 

There was discussion questions and 
argument at all of the meetings on the 
question of getting new agents and get- 
ting them into production promptly. 


cussions oO! 
were not to 


MeMillen on Stimulation 


After two hours the group meetings 
adjourned and the general session was 
reconvened to hear C. L. McMillen, 
general agent in New York City for the 
Northwestern Mutual. He outlined the 
methods that are necessary to keep 
agents stimulated. It is more difficult, 
he said, to inspire enthusiasm at the 
start than to perpetuate the glow. 

The regular sessions started Wednes- 
day morning with an attendance which, 
when tabulated is expected to break all 
records. There was an atmosphere of 
seriousness apparent. The speeches were 
to the point, practical sensible and free 
from much of the usual convention pa- 
laver. 


A.L.C. Program Is 
Given This Week 
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Chairman of round table discussion: 
Frank W. McAllister, vice-president and 
general counsel Kansas City Life. 

“Federal Interpleader Suits,”’ Julius C. 
Smith, counsel Jefferson Standard Life, 
Greensboro, N. C. 

Chairman of round table discussion: 
Lewis A. Stebbins, general counsel Cen- 
tral Life, Chicago. 

2 p. m—Round table discussion of 
present day life insurance law questions, 
led by Francis V. Keesling, vice-presi- 
dent and general counsel, West Coast 
Life, San Francisco. 

Election of officers. 

All attendants at the legal section are 
invited to remain for the general ses- 
sions. 

WEDNESDAY, OCT. 7 
General Session 
é President Charles B. Robbins, presid- 
ing. 

10 a. m—Address of President Charles 
B. Robbins, President Cedar Rapids Life, 
Cedar Rapids, Ia. 

Annual report of manager and general 
counsel, Byron K. Elliott, manager and 
general counsel American Life Conven- 
tion, St. Louis. 

“Policy Developments of 1931,” Wen- 
dell P. Coler, Secretary and actuary 
American Life Convention, St. Louis. 

2 p. m.—“Social Insurance in Europe 
With Respect to the Problems of Today,” 
James D. Craig, actuary Metropolitan, 
New York. 

“Disability Viewed Claimwise,” Robert 

Metcalf, manager claim department Con- 
necticut General Life, Hartford. 
; Discussants: L. P. Gregory, vice-pres- 
ident Reliance Life, Pittsburgh, and C. O. 
Pauley, secretary Great Northern Life, 
Chicago. 

Following adjournment there will be 
& conference of companies writing in- 
dustrial insurance. 


Financial Section 
nian George C. Holmberg, presid- 


mL Pp. m—"City Loans as Life Insurance 
estments,” Wood Arnold, vice-presi- 
ent Kansas City Life. 

s Future Farm Financing,” 
owler, vice-president and 
Bankers Life, Des Moines. 

nd Investments,” Charles S. Mac- 
a, president and general manager 


oS Ws 
treasurer 


donal 


Confederation Life, Toronto. 

“The Farm Loan and Farm Land Situ- 
ation,” S. F. Westbrook, vice-president 
Aetna Life, Hartford. 

Discussion. 

Election of officers. 

Home Office Management Section 

Chairman R. C. Neuendorffer, presid- 
ing. 

8 p. m.—*“Rewriting Plans of Canadian 
Companies,” Frank W. White, assistant 
secretary Canada Life, Toronto 

“The Practices of American Life In- 
surance Companies With Reference to 
Conservation,” Lawrence J. Doolin, Life 
Insurance Sales Research Bureau, Hart- 
ford. 

Discussion. 

Election of officers. 

THURSDAY, OCT. 8 
General Session 
9:30 a. m.—Medical Section 

Chairman Lawrence G. Sykes, presid- 
ing. 

“The Human Element in Underwrit- 
ing,” S. J. Streight, assistant medical 
director Canada Life, Toronto. 

Financial Section 

Chairman George C. Holmberg, pre- 
siding. 

“A Policyholder Suggests,” Lyman E 
Wakefield, president First National Bank 
of Minneapolis. 

Home Office Management Section 

Chairman R. C. 
ing. 

“Conservation,” Albert G. Borden, sec- 
ond vice-president, Equitable Life, New 
York. 


Neuendorffer, presid- 


General ™ 

12:30 p. m.—Luncheon for state vice- 
presidents. 

12:30 p. m.—Luncheon for members in- 
terested in an advertising section. 

General Session 

President Robbins presiding. 

2 p. m.—Final report of aviation com- 
mittee, American Life Convention, Floyd 
S. Prothero, aviation division Travelers, 
Hartford. 

Immediately following adjournment 
there will be a round table discussion of 
problems pertaining to group insurance. 
Representatives of the Group Associa- 
tion will be present. Members inter- 
ested in group insurance are invited to 
attend. 

7 p. m.—Banquet, ball room, dancing 
until 11 p. m. 

FRIDAY, OCT. 9 
Agency Section 

Chairman H. H. Armstrong, presiding. 

9:30 a. m.—*“An Eight-Year Plan for 
the Agent,” Roger B. Hull, managing 
director and general counsel National 
Association of Life Underwriters, New 
York. 

“Warming the House for the Sales 
Force,” W. T. Grant, president Business 
Men's Assurance, Kansas City. 

“The Function of Life Insurance in 
Our Economic Era,” Dr. W. B. Bailey, 
economist, Travelers, Hartford. 

“The Conservation of Business,” Wal- 
ter T. Shepard, vice-president Lincoln 
National Life, Fort Wayne, Ind. 

General 
Executive session (for mem- 





2 p. m. 
bers only). 

Reports of committees. 

Election of officers. 

Adjournment. 

The entertainment committee consists 
of: H. C. Scott, chairman, vice-president 
Reliance Life; J. D. Van Scoten, vice- 
president, Elgin A. Hill, secretary-treas- 
urer, and A. J. Barron, general counsel 
Standard Life; W. P. Stevens, president 
Scranton Life; Ernest M. Blehl, actuary 
Philadelphia Life; Joyce T. Sheridan, 
medical director Philadelphia Life; Basil 
S. Walsh, president Home Life; Albert 
Short, president Girard Life; J. N. Ja- 
mison, vice-president, and R. C. Kneil, 
secretary to vice-president Reliance Life. 
The committee in charge of the pro- 
gram for this year’s meeting is: Walter 
E. Webb, chairman, executive vice- 
president, National Life Insurance Com- 
pany of the U. S. A., Chicago, Ill.; H. G. 
Scott, vice president and secretary, Re- 
liance Life Insurance Company, Pitts- 
burgh, Pa., and Daniel Boone, president, 
Midland Life Insurance Company, Kan- 
sas City, Mo. 

Recognizing that conservation in all 
of its phases is one of the dominant sub- 
jects in the life insurance industry at 
present, the members of the program 
committee selected their speakers and 
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OUR PRODUCER'S CONTRACT MAKES 
OLD BUSINESS HIGHLY PROFITABLE 


@ The President of our Field Club has been under con- 
tract eight years. His first applicant had two small 
policies with two other companies. He now has four 
American Central Policies for a total of $26,434. His 
old insurance is likewise still in force. 


@ The unusual plan of renewal compensation in Amer- 
ican Central contracts makes service for, and con- 
tact with, old policyholders highly remunerative—to 
say nothing of the excellent initial commissions on 
repeat business which result from this plan. 


@ This contract is offered only to those who are inter- 
ested in personal production—not General Agents. 
The American Central recruits its organizers from 
the ranks of the salesmen who have been successful 
in its service. 


Territories now under intensive development include 
Illinois, Indiana, Kansas, Michigan, 
Missouri, Ohio, Texas 


— i> ame 


American Central Life Insurance Co. 
Established 1899 Indianapolis 


Herbert M. Woollen, President 
“Guaranteed Benefits i=: Guaranteed Low Cost” 




















Back 


of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of perma- 
nency and progressive development. Tie to a 
company that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


Iowa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 
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Are you making PROGRESS? If not, are you wil- 
ling to spend TWO CENTS to learn WHY National 
Casualty salesmen forge ahead continually? 

We have a full line of Commercial, Industrial, Group 
and Deferred Payment Accident and Health policies. A 
connection with this company will be the TURNING 
POINT IN YOUR LIFE. 


NATIONAL CASUALTY COMPANY 


Detroit, Michigan 
W. G. Curtis, President 
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What Is Your Goal? 


Is it to sell life insurance for a 
company having a reputation of 
more half a century of fair 
dealing? Is it to make a live and 
let live contract with a company 
offering close Head Office coopera- 
tion, modern policy forms and a 
successful lead service? 


Fidelity is such a company 


It operates in thirty-nine states, 
including New York, on a full level 
net premium basis. It has more 
than $425,000,000 insurance in force, 
is financially solid and steadily 


Send for booklet growing. 
“The Company Back of the Family Income Retirement Income 
Contract” Low Rate Life 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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1851 1931 
Co-operation - Sincerity - Service 
Our Motto for 80 Years 
Ask Any Berkshire Agent 


BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


‘*Eightieth Anniversary Year’’ 























THE UNITED STATES LIFE 'NSURANCE 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 78 Years of Service to Policyholdera 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 




















ORDER 1932 CALENDARS NOW! 


Special 12-sheet rotogravure calendar with a timely insurance picture for every 
month. Heavy board backs. Get the exclusive franchise for your town. 
Send 10c for sample of Fire or Life Calendar to: The National Underwriter, 
A-1946 Insurance Exchange, Chicago. 












subjects with a view of giving a thor- 
ough treatment of conservation of poli- 
cies, investments, etc. 

The annual golf tournament will be 
staged on the sporty St. Clair country 
club course Oct. 5-6. Golfers who ar- 
rive Sunday, Oct. 4, will be extended 
the courtesy of local courses to get in 
shape. The annual golf dinner will be 
held the evening of Oct. 6, at which 
time prizes will be awarded to tourna- 
ment winners. 


Insurance Is Not 
Sailing Blithely 
(CONTINUED FROM PAGE 12) 


percent of the total, which is 125 per- 
cent of the ten year average. This per- 
centage, he said, was relatively the same 
during 1930 and it continued high dur- 
ing the early months of 1931. 

Mr. McAndless added that the aver- 
age suicide claim is about double the 
average claim and therefore affects sur- 
plus more adversely. Furthermore, these 
losses occur more frequently in years 
when it is the wish of good management 
that earnings remain stable. 

He considered the problem of how to 
select business so that profits will not 
be disturbed during a financial crisis. 
The major defect of policies maturing 
by reason of suicide is over insurance, 
he declared. Accordingly, he said, it is 
necessary to set up definite standards 
governing the amount of income that an 
individual is justified to apportioning to 
the payment of life insurance premium 
or to what amount of his insurance is a 
man with a given income entitled? 

Mr. McAndless advised accepting the 
principles laid down by John M., Laird 
of the Connecticut General Life in his 
paper before the Actuarial Society of 
America, published in its transactions, 
volume XXXI, part 1, for May, 1930. 


Betrayed a Confidence 


Where suicide occurs, it is often found 
that persons had lost because of promo- 
tions and speculations of the deceased. 
He had violated confidence. Bankers, 
public administrators, administrators of 
charitable institutions, husbands who 
have lost the funds of wealthy wives, 
and sons who have been repeatedly 
financed by wealthy parents are sus- 
pected when the question of over insur- 
ance is raised, he said. 

Another characteristic of this group, 
according to Mr. McAndless, is that a 
single beneficiary is not frequently 
named. “In contemplating death,” he 
said, “the applicant seems to consider 
his responsibility to several individuals 
and perhaps not only names a wife and 
dependent children as beneficiaries, but 


brothers and others who may have 
granted him some favor or financial 
support. The occupations which have 


contributed heavily to our losses during 
the present depression have been real 
estate developers, country bankers and 


} stock brokers.” 


Big Risk Underwriting 


Increase in mortality because of sui- 
cide has caused the companies to tighten 
their underwriting of risks for large 
amounts. Special service reports are 
now secured on all applications for more 
than $25,000 and special commercial re- 
ports are secured. Some companies are 
requiring a detailed financial statement 
covering worth and income. “This may 
become a new requirement,” he said, “in 
the selection of risks for large amounts.” 

Practically all companies have adopted 
the two year suicide provision. Mr. 
McAndless favors this. If the Lincoln 
National had added the two year clause 
instead of a one year, its losses in one 
of its principal agencies during a ten 
year period would have been reduced 9 
percent or $90,000, he declared. 

Mr. McAndless dwelt at some length 
on the disability situation. The problem 
was not apparent in the depression of 
1921 because not a great amount of 90 
day income disability provision was un- 
der exposure. The situation is alarming, 
he said, when it is realized that the 





statements of ten large companies show 
a loss in surplus of $45,000,000 in 1939 
as compared to $20,000,000 in 1929 from 
their disability clauses. 

Mr. McAndless feels that the business 
depression is only a minor factor in the 
disability loss ratio. 

Increasing knowledge on the part oj 
the policyholder as to the disability pro. 
vision will cause trouble, he predicted, 
There are changing standards of hop. 
esty upon the part of the public. There 
is a changing attitude of medicine to. 
ward certain diseases with a tendency 
to recommend physical inactivity jn or. 
der to increase longevity in the treat. 
ment of certain diseases. Court decisions 
are running against the companies, Mr. 
McAndless analyzed the restrictions 
which have been proposed. 


Program for I. A. C. Life 
Group Sessions Is Ready 


(CONTINUED FROM PAGE 7) 


Advertising Department,” J. N. Bab. 
cock, educational supervisor Excelsior 
Life. F 

“Merchandising Sales Literature to 
the Salesmen,” R. R. Pierce, editor Life 
Aetna-Izer, Aetna Lift, Hartford. 

“Getting Salesmen to Use Sales Liter. 
ature,” L. D. Hemingway, general agent 
Connecticut Mutual, Pittsburgh. 

Skreenadz Playlets, life insurance 
movies through the courtesy of E. 4 
Brock, secretary Great-West Life, Win. 
nipeg. 

“Getting Agents to Use Direct Mail,” 
D. B. Slattery, manager direct mail de. 
partment, Penn Mutual, Philadelphia. 

“Salesmen’s Magazines,” C. C. Flem- 
ing, editor of publications, Life of Vir. 
ginia, Richmond. 

11:50 a. m., “Magazine and Newspa- 
per Publicity,” F. L. Fisher, advertising 
department Lincoln National. 

“Postal Card Envelope Enclosures,” T. 
M. Rodlun, advertising manager Acacia 
Mutual, Washington, D. C. 

12:05-12:20 p. m., “Pepper Pot,” con- 
ducted by A. H. Reddall, assistant secre- 
tary Equitable, New York. 

2:15 p m., Round Table Discussions: 

(a) “Display Advertising,” C. T. Ste- 
ven, advertising manager Phoenix Mu- 
tual, Hartford. 

(b) “Sales Literature,” N. A. White, 
advertising manager Provident Mutual, 
Philadelphia. 

(c) “Salesmen’s Magazines,” Stewart 
Anderson, director field service and eé- 
itor “News-Letter,” Penn Mutual, Phila- 
dedphia. 

(ad) “Policyholders Magazines,” Clif- 
ford Elvins, advertising manager Impe- 
rial Life, Toronto. 

(e) “Direct Mail,” B. N. Mills, Bank- 
ers Life. 

Members will visit all tables, and at 
the end of the discussion period the 
leader of each table will present a brief 
resume of interesting ideas exchanged 

4 p. m., General Session—Review of 
exhibits and presentation of trophies 
and awards. 


Ad Section of A. L. C. Proposed 


_ Harry A. Hopf of New York, author- 
ity on life company management will 
speak at the American Life Convention 
meeting at Pittsbureh, Oct. 8, discuss- 
ing his findings in a recently completed 
survey of management problems of 
prominent life companies in New York 
state. 

Lorry A. Jacobs, director of public 
relations for the Southland Life, Dal- 
las, in charge of luncheon arrangements 
for the advertising section announces 
that Edward T. Leech, news editor of 
the Pittsburgh Press will welcome the 
advertising men to Pittsburgh. The re- 
sponse will be by Col. Charles B. Rob- 
bins, president of the convention. 

Frank A. Arnold, director of develop- 
ment for the National Broadcasting 
Company, will speak on “Modern 
Advertising Trends.” There will be aa 
executive meeting for the purpose o! 
discussing organization plans for a 
advertising section of the convention. 


Equitable State Agency Meets 

The annual convention of the Iowa 
agency of the Equitable Life of New 
York was held at Lake Okoboji, la, 
with 200 agents and their wives present. 
W. A. Alexander, secretary, Albert 6. 
Borden, vice-president, from the homt 
office were present. 


ORDER YOUR NATIONAL UNDER- 


WRITER INSURANCE CALENDARS 
now! 
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Visual 
Selling 


—a reality 


Through visual selling 
Bank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship be- 


comes a 


well-ordered 


scientific process. 


PROVED IN THE FIELD 


BY 


Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 


“Visual Selling.” 


Why 


not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 


helps. 


TOOLS 
to help you 


SELL 


1 Pre-Approach Plan 
2 Canvassing 


Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 
Vice-President 


In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Topeka 


Kansas 
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Goes on Board 











EARLE M. MOORE 


Earle M. Moore has been elected a 
director of the National Reserve Life 
of Topeka. He is an experienced life 
underwriter, educator and agency man- 
ager. He has held many schools of in- 
struction in the life insurance business. 
At this time he is holding a school of 
instruction in Kansas City, Mo., with 
an enrollment of 100 men. 








Textbook Is Proposed for 
Use in the Michigan Schools 





Glenn S. Kies of Lansing, general 
agent of the Ohio National Life, who 
is chairman of the education committee 
of the Michigan State Life Underwriters 
Association, in discussing the so-called 
Michigan plan, which is an arrangement 
to provide more adequate and correct 
educational facilities about life insur- 
ance in public schools, announces that 
negotiations are under way with publish- 
ers of supplementary readers to add in- 
teresting stories of life insurance achieve- 
ments. In the last half of the senior 
year economics is now a required sub- 
ject in Michigan high schools. It is 
hoped that some life insurance subject 
may be made an elective in place of 
economics. 

The material which had been prepared 
by the educational committee, entitled, 
“Your Financial Reserves.” The first 
chapter is “The Accumulation of 
Money.” It is clearly shown that no 
superior amount of intelligence is neces- 
sary in saving money but rather will 
power is the great characteristic. The 
second chapter deals with ‘ ‘The History 
of Investment and Investing.” It in- 
dicates how technical investing has be- 
come and it also gives something of the 
training and experience required to qual- 
ify one for this work. Other chapters 
are: “Life Insurance as an Investment,” 
“Life Insurance as a Savings Plan— 
Types of Policies,” “What Do We Want 
Our Investments to Do For Us,” “The 
Life Underwriter, a Trained Expert in 
Helping Make Life Plans.” Then there 
are four chapters of human interest 
stories on the use of life insurance in 
business, for family income, for con- 
tinuing charities and bequests, and then 
there is a chapter on “Independence in 
Later Years.” 

Chairman Kies states that the severity 
of the present crash has focused the at- 
tention of all on the fact that life men 
are constituting a welfare institution of 
major proportions. They will do much 
to save the state and community in 
good times as well as bad. They will 
be the advocates of proper reserves held 
by policyholders to bridge over times 
of depression. 




































SOMETHING NEW THAT «IS NEW 
INSLIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life musurense Company 


Ten East Pearson Street oy Chicago 




























cA real 


HELP CENTER 


That's how members 
of the Insurance Advertising Conference 
regard their 9th Annual Convention, 
scheduled for October 4-7, at Toronto. 

There they will swap ideas, 
discuss mutual problems, and 


otherwise see the advantages 
of wise and friendly counsel 


Attend the 
I. A. C. Convention / 


You will return home with a broader practical 
knowledge of your business. 


» « « « (AGENTS ARE INVITED) .. . « 
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The Lincoln National Life Insurance 
Company , Fort Wayne. Indiana. 


C 


ome to the 


GREAT REPUBLIC LIFE 


and Double Your Production by 
Writing Its Wonderful New 


Select Risk Life Expectancy Policy 


Guaranteed Low Cost with many attractive features, including Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 


Maximum Protection for Minimum Deposit. Full coverage for the 
active years of life with extremely liberal conversion privileges. 

Liberal first year and renewal commissions paid to experienced life 
underwriters. 
For full information concerning an agency connection communicate with 


W. H. SAVAGE, Vice-President 
1800 Great Republic Life Building 
LOS ANGELES, CALIF. 

















ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 


GERARD S. NOLLEN, President 
Established 1878 — Des Moines, Iowa 











GOING AHEAD IN 


TEXAS 


with a most attractive proposition to personal producers 





E. L. McClure, Texas Manager 
Rockford Life Insurance Company, 
Corpus Christi, Texas 


SEND ME YOUR PROPOSITION 
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Sun Life Stock in Sharp 


Decline to New Low Level 
(CONTINUED FROM PAGE 4) 


value in the recent market flurry. The 
actual buyers and sellers of the large 
blocks of A. T. & T. and other top- 
notch common stocks are not revealed 
but the Sun Life has denied in the past 
that it was unloading. The belief here 
is that the company is not only keeping 
its stocks but taking advantage of the 
present opportunity to pick up a few 
bargains. The latter represent usually 
distress liquidations of those who have 
bought on margin. 


Fluctuates Widely 


Financial men point out that there is 
a cumulative effect which causes Sun 
Life stock to fluctuate more widely than 
might be supposed from the average 
variations of the common stocks in its 
portfolio, and that the latter are in turn 
unduly depressed by distress liquida- 
tions and the excessively low prices that 
always accompany forced sales. 

The reason for the wider fluctuation 
of Sun Life stock as compared with the 
average of its portfolio is that the quo- 
tations of Sun stock reflect not the value 
of the company’s entire portfolio but of 
that portion over and above the com- 
pany’s obligations to its policyholders. 
Any decline in value of stocks held in 
the portfolio is obv iously a much larger 
proportion of this margin than it is of 
the portfolio as a whole. 


Shepherd’s Views Clarified 


In preparing the views on disability 
of C. O. Shepherd, vice-president Mis- 
souri State Life, for publication in last 
week's issue, the editor arrived at cer- 
tain erroneous conclusions. Mr. Shep- 
herd’s observations were prefaced by a 
summary in which it was stated that he 
does not favor raising rates or intro- 
ducing restrictions. 

“T am pretty thoroughly convinced of 
the necessity of doing both,” Mr. Shep- 
herd declared. “I made no direct state- 
ment on that point because I addressed 
myself rather to the question of whether 
we should or should not abandon this 
disability income insurance and the fun- 
damental principles that should guide 
us in making our decision. 

“On the question of rates and most 
desirable form of benefit, I want to 
keep an open mind and profit by ex- 
perience as it accumulates. In other 
words, I want to treat this benefit as an 
experiment.” 


Heads United Pacific’s Group 


The United Pacific Life of Seattle 
has appointed L. VanSwearingen man- 
ager of its group department. Mr. 
VanSwearingen has had seven years of 
successful experience in this phase of 
insurance. He has been manager of the 
Missouri State Life group department 
at Portland, Ore. 


Offers Public Stock 


SEATTLE, Sept. 24—For the first 
time since its organization the. United 
Pacific Life is offering 5,000 shares of 
capital stock to the public through an 
investment banking syndicate. The issue 
is not an increase in capital. 
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| Budgetary Ceatrol 


Scovell, Wellington 
and Company 


ACCOUNTANTS—ENGINEERS 
10 East 40th Street, New York 


Boston Chicago 
Syracuse 
eld Kansas City 
PhneLiette Cleveland San Francisco 
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No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 


Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE (CO, 


Ww. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 


LAFAYETTE, INDIANA 











Conaervation 
and e 

Reclamation 

Life Insurance 


The Otis Hann Co 


JACK TS HANN,Pres. 


3 
NORTH vicaiean AVE 
CHICAGO 











Life Insurance, 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life Insur- 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 
A Special Reserve Fund of 
$2,000,000 protects principal 
and income against loss. 


Chicago Title & Trust Company 
69 West Washington St. 

















Wanted! 
GENERAL AGENTS 
Chicago 
Central and Southern Illinois 


St. Louis Mutual Life Insurance 


Company 
3640 Washington Blvd. St. Louis, Me. 
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ORDER 1932 CALENDARS NOW! 
Special 12-sheet rotogravure calendar with * 
insurance 
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Commercial and Insurance Law 
Taken Up in C.L.U. Exam Answers 


Continuation of Part IV, Commercial and Insurance Law 


QUESTION 9-10 


Explain fully the meaning of the fol- 
lowing terms and expressions: (a) _Ne- 
gotiability, (b) Contingent beneficiary, 
(c) Tort and crime, (d) Gratuitous bail- 
ment, (e) Revocable trust, (f) Warran- 
ties and representations, (g) Suretyship, 
(h) Seal, (i) Limited partnership, (j) 
Incontestablity. 

ANSWER 

(a) A negotiable instrumént, such as 
a promissory note, must be in writing, 
signed by the maker or drawer. The 
note must contain an unconditional 
promise to pay a sum certain in money. 
It must be payable to bearer or order. 
It must be payable on demand or at a 
fixed or determinable future time. 

Other documents which include sub- 
stantially all of these requirements are 
negotiable, examples being negotiable 
bills of lading, warehouse receipts, 
drafts and bills of exchange. 

A negotiable document passes as 
freely as money and is_ collectible 
against any defense by a holder in good 
faith, a holder for value, and a holder in 
due course. 

A negotiable instrument passes by en- 
dorsement. Such endorsement may be 
in blank, conditional, qualified, restrictive 
or special. 

- 

(b) A contingent beneficiary is a 
beneficiary under a life insurance con- 
tract who receives if the first beneficiary 
is not living at the time the contract 
becomes a claim. If proceeds are paid 
or held under an installment option, the 
contingent beneficiary will receive after 
the interest of the first beneficiary has 
terminated. The naming of contingent 
beneficiaries avoids the payment of in- 
surance proceeds into the insured’s 
estate where they are subject to court 
costs, taxes and administration fees. 

(c) A tort is a wrong occasioned to 
an individual, who has redress by an 
action for damages. A crime is a wrong 
committed against society and is punish- 
able by fine or imprisonment. 

(d) A bailment is the relationship 
created when the property of one is en- 
trusted to another with the expectation 
that the property will be returned. Title 
does not pass. 

A gratuitous bailment is one in which 
neither the bailor nor the bailee makes 
Payment for the use or keeping of the 
Property. The loan of a jewel for use 
ma theatrical performance would be an 
example. The bailee is liable for the 
utmost care in preservation of the prop- 
erty bailed under a gratuitous bailment 
when the bailment is for the benefit of 
the bailee, 
aie wees trust is one in which 

s etains the right to cancel 
or alter the terms of the trust. 

A revocable trust is one which may 
i Its purpose because the trustor is 

y to withdraw his funds in event of 
2 ren ge he loses the advantage 
Of cor ive freedom from estate and 
inheritance taxes. 


* * * 


ee Warranties are statements (in 
© application) which are literally true 





and if untrue void the policy. Repre- 
sentations are statements which void the 
policy only if the misstatements were 
intentional and the facts misstated were 
material to the acceptance of the risk. 
As a general statement, however, all 
statements made to life insurance com- 
panies are regarded as representations, 
and the company in order to avoid lia 
bility must prove the intent to deceive 
as well as the materiality of the state- 
ment. 

(g) Suretyship is an agreement to 
stand good for another's obligations, 
acts or forbearances, whether or not the 
obligor is able to perform. 

The surety, if held, has a right of 
action against the obligor or against any 
co-sureties. The obligee may proceed 
against the surety without trying to col- 
lect from the obligor. 

A contract of suretyship must be in 
writing and is not discharged at death, 
but becomes a claim against the estate. 

(h) A seal was formerly a wax im- 
pression on a contract to lend formality 
and solemnity to the agreement. Now 
it may be an embossment or the mere 
word “Seal.” 

A seal is required on certain contracts 
where it is felt that the matter involved 
demands extreme formality. No con- 
tract is enforceable unless either seal or 
consideration is present. 

(i) A _ limited partnership is one 
where the liability of one or more of the 
partners is limited to some fixed amount. 
In a general partnership, all partners 
are personally liable for all debts. 

(j) The incontestable clause in a life 
insurance policy provides that the com- 
pany may not contest the contract if 
the contract is in force during the life- 
time of the insured for a certain fixed 
period of time. In various jurisdictions 
and in various policies the time is fixed 
at from one to three years. 

Ordinarily the clause does not apply 
to or affect misstatement of age, disa- 
bility or double indemnity provisions or 
non-payment of premiums. The clause 
is, in effect, a shortened statute of 
limitations and is designed to prevent 
the company from raising technical 
questions of defense to a policy claim 
after the death of the insured. 


PART V—FINANCE 
QUESTION 1 


You are asked by someone unfamiliar 
with corporation finance, to explain the 
difference between the legal relation of 
(a) a common stockholder, (b) a pre- 
ferred stockholder, and (c) a _ bond- 
holder, to the corporation issuing these 
three types of securities. 

How would you explain this differ- 
ence? 

ANSWER 

(a) A common stockholder is one 
who holds an ownership interest in a 
corporation to the extent of the num- 
ber of shares of stock he owns. Be- 
cause of this he is entitled to his pro- 
portionate share of the unattached cor- 
porate assets in case of liquidation and 
the corporation’s profits available for 
distribution in the form of dividends 





when so declared by the board of direc- 
tors. The amount of dividends he might 
receive is unlimited but there is no 
guarantee of any minimum. He is also 
entitled to vote for the directors and on 
matters of corporate policy directly af- 
tecting the stockholders. 

(b) A preferred stockholder, like the 
common stockholder, holds an owner- 
ship interest in a corporation but with 
the difference that the preferred stock- 
holder has a prior claim to both surplus 
available for distribution in the form of 
dividends and assets of the corporation 
in event of liquidation. Usually pre 
ferred stock does not carry voting power 
except in cases where the preferred 
stockholders may be adversely affected 
by certain actions of the board of direc- 
tors or when earnings are not sufficient 
for dividend requirements. Preferred 
stockholders usually are paid a stipu- 
lated rate of return on their stock and 
this must be paid before the common 
stockholders are entitled to dividends. 
Preferred stock may be cumulative, in 
which case dividends not paid in any 
year or years are carried over and must 
be paid before any dividend can be paid 
on common stock. Preferred stock may 
also be participating in which event it 
enjoys a further participation in the 
earnings of the corporation after the 
regular dividend is paid to both the pre- 
ferred stockholders and the common 
stockholders. 

(c) <A bondholder, on the other hand, 
is not an owner but a creditor of the 
corporation. As evidence of the debt 
owed him, he holds a bond which is an 
obligation of the corporation to pay both 
principal and interest on specified dates. 
In order to secure the promise to pay, it 
is customary for the corporation to 
mortgage. or pledge property; then in 
the event of non-payment of either 
principal or interest the bondholder may 
foreclose or dispose of the pledged prop- 
erty to satisfy the debt. In some cases 
there is no lien against any specific 
property and the bond is merely a 
simple promise to pay, or a debenttre. 
In case of a default on this latter type 
of obligation, the only recourse of the 
creditor is to sue. In any event, the 
bondholder has priority of claim to as- 
sets over the stockholder although he 
has no voice in management. 


QUESTION 2 


The A. B. C. Corporation has out- 
standing 1000 shares of common stock 
of which you own 200 shares. There 
are six directors of the corporation. 
Show how under a system of cumulative 
voting you would be assured representa- 
tion on the board of directors. 

ANSWER 

In cumulative voting, the shareholder 
has as many votes as he has shares 
times the number of directors to be 
elected and can vote all for one director 
or spread his votes as between two or 
more directors.. Since I own 200 shares 
and there are six directors to be elected, 
I have 1200 votes. Since there are 800 
times 6 or 4800 votes out against me, 
my 1200 votes would assure me of plac- 
ing one director on the board, as the 
4800 votes must be split to elect five 


of surplus of a business corporation and 
of a life insurance company. 


ANSWER 


(a) Four distinct 
ot a business corporation are: 


sources Of surplus 


(1) Net operating profits lf there 
is an excess trom gross operating reve 
nue after paying all expenses in con- 


ducting the business, interest on fixed 
charges, etc., the excess may be used for 


dividends and surplus, or either alone. 





(2) Income trom outside invest 
j} ments. The corporation may own bonds 
|}or stocks issued by others than itself, 


bondholder or stockholder 


}and from which it derives an income as 
| 
(3) Sale of its 


own property at a 
| profit rhe property so sold 
|} real estate or securities, and if sold for 
|}more than the amount at which such 
|property is being carried on its books, 
the profit is available for surplus 

(4) Sale of its own 
than par. If its stock is issued at a par 
value of $100 and it 
$110, $10 is available for surplus. 


may ec 


stock tor 


more 


sells the stock at 


+ + 

(b) The sources of surplus of a life 
insurance company are as follows: 

(1) Saving in actual 
pared with estimated expenses. 

(2) Saving in actual mortality con 
pared with expected mortality. 

(3) Excess in return from invest- 
ments over the rate guaranteed to its 
policyholders and on which its reserve 
calculations are percent or 
3% percent at American 
companies.) 


expenses com 


based—(3 
present tor 


* * * 


(4) A minor source of surplus might 
be from lapsation. However this is 
probably more apt to be an expense on 
account of the cost of replacing the 
business. 

The difference between the surplus of 
a business corporation and of a life in- 
surance company is therefore not only 
in the sources, but also in this respect: 
the life insurance company calculates in 
advance a definite expense of carrying 
on the business (the loading)—and a 
definite return from investments and a 
definite outlay for claims by its policy- 
holders; on the basis of these calcula 
tions, it fixes its premiums; then it 
those premiums prove to be more than 
necessary, the excess is available for re- 
funds — (dividends) — to policyholders 
and for surplus. 

The business corporation, on the other 
hand, gets the best price it can for its 
products or services, pays out of the 
income what it owes, and uses any ex- 
cess for dividends or surplus, or both. 

QUESTION 4 


During the past year business failures 
have been unusually frequent. 

(a) To what basic causes other than 
the business depression do you attribute 
such failures? 

(b) Under what circumstances would 
you recommend a reorganization of an 
industrial corporation which has gotten 
into financial difficulty? 

(c) State clearly the objectives of re- 
organization, and show how these ob- 
jectives may be accomplished. 

ANSWER 





other directors 
QUESTION 3 
(a) Describe four distinct sources of 


surplus of a business corporation. 
(b) Distinguish between the sources 








(a) Causes for business failures 
other than the business depression are 
(1)Mismanagement, (2) dishonesty, (3) 
lack of capital, (4) ignorance, (5) in- 
competence, (6) deaths ef important in- 
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dividuals, (7) unwise extension of credit, 
(8) new inventions or methods making 
old ones obsolete. 

(b) When an industrial corporation 
has gotten into financial difficulty it 
should be reorganized when the faults 
which caused this difficulty are such that 
they can be remedied. Typical faults 
that can be remedied are: 

(1) Lack of capital 

(2) Lack of competent management 

(3) Too heavy a burden of fixed 
charges. 

Conditions causing financial difficul- 
ties which can not be remedied are 
usually those that hinge on the probable 
future of the particular industry. If the 
corporation has been manufacturing an 
article no longer in demand it would be 
useless to reorganize it to continue 
such manufacture. 

* * x 


(c) The objectives of reorganization 
are: 

(1) to reduce fixed charges 

(2) to obtain working capital 

(3) to continue the business after 


outstanding liabilities have been settled 
by full payment or compromise settle- 
ment, 

These objectives may be accomplished 
by agreement with the _ stockholders, 
creditors and other interested persons, 
or by applying to the courts to have a 
receiver appointed. 

* * * 

(1) Fixed charges may be reduced 
by persuading bondholders to accept a 
lower interest rate, or they may permit 
their bonds to be called or bought in, 
and preferred stock issued in their place. 
If the corporation has a top-heavy sup- 
erstructure of varying types of obliga- 
tions, these should all be reduced and 
consolidated into one or two issues. The 


assets behind these obligations should 
be clearly defined and readily under- 
standable. 

(2) The working capital may be sup- 


plied by the issuance of “receiver’s cer- 
tificates”’—at the consent of a majority 
of the stockholders. The bondholders 
may also by foreclosure have a voice in 
the management and reorganization. If 
the minority stockholders don’t like this 
plan, they may be frozen out, since it is 
frequently agreed to issue new stock for 
the old and at a lower par. Receivers’ 
certificates then have a prior lien over 
not only any stock outstanding but also 
over any and all bonds. The stockhold- 
ers—technically new stockholders — are 
usually assessed and receive certificates 
in exchange. 

(3) The floating debt should to some 
extent at least be paid off out of the 
newly acquired working capital if the 
corporation expects to maintain credit. 

QUESTION 5 

It has been said that liquidity is one 
of the primary requisites of a commer- 
cial bank portfolio. 

(a) What do you understand by 
liquidity in this connection? 

(b) How may a commercial bank at- 
tain such liquidity for its portfolio? 








(c) How may this liquidity be im- 
paired or destroyed? 

(d) Show how life insurance may 
contribute to the liquidity of a com- 
mercial bank portfolio. 

ANSWER 


(a) Liquidity used in connection with 
bank portfolios means the ready con- 
vertibility of securities, investments or 
commercial paper, into cash. 

(b) A commercial bank may obtain 
liquidity for its portfolio by 


(1) Limiting time on commercial 
paper 
(2) Spreading commercial loans over 


diversified industries 

(3) Avoiding paper from businesses 
having large inventories with slow turn- 
over. 

(4) Limiting or avoiding real estate 
mortgages in its portfolio. 


(5) Restricting loans to self-liquidat- 
ing paper. 
(6) Taking paper eligible for redis- 


count in Federal Reserve. 

(7) Buying bankers acceptances (in 
limited amount from other localities.) 

(8) Watching marketability of col- 
lateral of customers. 

(9) Buying securities for itself which 
are readily marketable, especially gov- 
ernment bonds. 

(10) Maintaining a proper ratio be- 
tween production and credit in its com- 
munity. 

(c) Liquidity may be impaired or de- 
stroyed by following an opposite course 
to the above. 

Long term paper in a few industries 


may mean a frozen condition if those 
particular industries are down. Mort- 
gages are slow assets at best. A wide 


spread, geographically, will prevent a 
sectional depression from destroying 
liquidity. Unmarketable collateral is 
obviously bad, while large inventories, 
slow turnover and a poor balance be- 
tween production and credit will tie the 
bank up so that it cannot advance fur- 
thef credit to even worthy customers. 
(d) Life insurance may contribute to 
the liquidity of the commercial bank’s 
portfolio in several ways. The proper 
use of business, corporation and part- 
nership life insurance may guarantee 
the continuance in business of firms and 
corporations in the event the key men 
die. At the same time the insurance 
may be used to tear down the great dis- 
tinction that is now made between per- 
sonal loans and collateral loans. The 
proper use of life insurance to protect 
credit will convert many commercial 
loans into collateral loans, as it bonds 
the intangible values on which commer- 
cial banks extend credit, such as char- 
acter, earning power, executive ability 
and that driving force within us which 
converts images of the mind into pro- 
ductive enterprises. Life insurance guar- 
antees to the bank that if the life value 
is removed, the loan will be paid with- 
out the necessity, cost, and unpleasant- 
ness of foreclosure proceedings. Banks 
are able to extend credit more freely, at 





a lower rate and with assurance of not 





impairing the liquidity of their port- 
folios by the wide and proper use of life 
insurance. 

QUESTION 6 

The Federal Reserve ratio at present 
is over 80 percent of deposit liabilities 
and outstanding Federal Reserve notes 
of Federal Reserve banks. On the basis 
of this large reserve, member bank 
— could be expanded very materi- 
ally. 

(a) What do you understand by the 
“Federal Reserve ratio”? 

(b) Show carefully how member 
bank credit may be expanded on the 
basis of the reserves of Federal Reserve 
banks. 

(c) How may Federal Reserve 
banks stimulate credit expansion? 

(d) What would be the effect of too 
rapid credit expansion? 

ANSWER 


(a) The Federal Reserve ratio is the 
proportion between the gold and legal 
tender held by the twelve Federal Re- 
serve Banks combined to their net de- 
posit and Federal Reserve note liabili- 
ties. 

(b) Member bank credit may be ex- 
panded on the basis of the reserves of 
Federal Reserve banks as follows: 

Each member bank may take a sup- 
ply of prime commercial paper to the 
Federal Reserve bank and rediscount it, 
getting federal reserve notes. A mem- 
ber bank, let us say, would take $1,- 
000,000 of paper to the Federal Reserve 
bank and obtain $600,000 in Federal 
Reserve notes. The member bank would 
then take this $600,000 and lend it on 
more paper, then take the $600,000 
(more or less) in commercial notes 
given by its borrowers and rediscount 
them at the Federal Reserve bank for 
another 300 or 400 thousand dollars, 
then lend this amount and repeat the 
discounting process, etc. This expands 
credit rapidly and enormously but is 
limited by: 

* * * 

(1) The reserve ratio which the Fed- 
eral Reserve banks are required by law 
to keep against notes and deposit lia- 
bilities. 

(2) The policy of the Federal Re- 
serve Board, or board of the particular 
Federal Reserve bank. 

(3) The reserve ratio which the dis- 
counting bank is required to hold 
against deposits. 

(4) The demand for cash over the 
discounting bank’s counters, which may 
force the bank to call some of its loans, 
thus taking up some of its rediscounted 
paper from the Federal Reserve Bank. 

(c) Federal Reserve Banks may 
stimulate credit expansion by lowering 
the rediscount rate thus making possible 
lower rates of interest on commercial 
loans, and encouraging credit for busi- 
ness development. It may also pur- 
chase government bonds in the open 
market, thus releasing additional funds. 

(d) Too rapid credit expansion 
would cause undue expansion of indus- 
try, money would be in demand, and 
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New York Association 
Ad Series Starts Sept. 28 


NEW YORK, Sept. 23.—The adver. 
tising campaign of the New York City 
Life Underwriters’ Association will be. 
gin Sept. 28, when the first of a series 
of 12 weekly advertisements will appeg; 
in the “Times” and “Herald Tribune” 
and possibly one other morning Paper 

The campaign is entitled “The A.B 
C. of Life Insurance” and is designed 
not to solicit business but to educate 
the public to the value of life insurance 
and to the uses of the different type 
of policies. It has been the aim of the 
committee to stress the life values oj 
life insurance rather than its death 
values. 


Companies Are Cooperating 








A number of life companies are ¢. 
operating with the New York associa. 
tion in financing the forthcoming cam- 
paign. Some home offices were at first 
reluctant to go into the venture, on the 
ground that they would have to do the 
same thing in other sections of the coup. 
try or else be accused of discriminating 
in favor of New York agents. 








interest rates and prices would tend to 

rise. Overextension of credit would 

eventually precipitate a reaction. 
QUESTION 7 


(a) Distinguish between commercial 
credit and investment credit. 
(b) What practical significance do 
you attach to this distinction? 
ANSWER 


(a) ‘Commercial credits are short 
time and self-liquidating against current 
business operations. Investment credits 
are long time credits usually for capital 
requirements and purposes of permanent 
character, like plant construction, equip- 
ment, etc. 

(b) The practical significance is that 
it requires an entirely different and 
specialized type of banking service to 
take care of these two types of credits. 
Because commercial credits are for out- 
lays which will quickly flow back, they 
are properly granted by ordinary com- 
mercial banks which investigate the 
credit before lending the funds of de 
positors and assuming responsibilities of 
repayment. And because investment 
credits are for outlays which will be re- 
covered only over a long period of time, 
they are not properly granted by com- 
mercial banks. The investment banker 
investigates the credit, organizes a mat- 
ket, agrees to sell the credit, but ust- 
ally does not guarantee repayment of 
value. 


(CONTINUED NEXT WEEK) 


A certificate of dissolution of the De 
pendable Life of Camden, Ark., has been 
filed at Camden. Last year its assets 
were sold to the Missouri State Life. 
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is a picture publication to 

send to clients and pros- 
pects. It pictures the benefits of 
life insurance in an understand- 
able and interesting manner. It 
visualizes life insurance at work. 
It demonstrates by means of 
carefully posed pictures what life 
insurance will do for the prospect 
and his family. 
THE ESTATE-O-GRAPH is in- 
teresting because it consists 
largely of pictures. It puts ideas 
across very effectively because it 
presents them in visual form. 


‘Te: ESTATE -O- GRAPH 


Everybody is interested in pic- 
tures. Good pictures put over an 
idea quicker than words. Good 
pictures require less thinking 
than words. Pictures are easier 
understood, they present ideas in 
a more vivid fashion than words. 
Rich or poor—old or young—we 
all like to look at pictures. 


Your Own Magazine 


Your name, address, company repre- 
sented, and any selling slogan you may 
wish is printed at the top of the first 
page. The publication is printed in 
Rotogravure, making it a very beauti- 
ful little magazine and one you will 

Proud to claim as your very own. 
It is published monthly and pictures a 


different phase of life insurance in each 
issue. 


Exclusive 


Except in the very lar iti 
gest cities, The 
Estate-O-Graph is sold on the exclu- 
oo. You or your agency will 
ae a only one in your city having 
right to distribute these copies. 


~ ee 


A proven method of creating contacts, keeping 
Siitouch with present clients, securing 


ines: F uilding Plan for Life Uniers 
Rants. Your Careful Consideration 








This is The Estate-O-Graph Portfolio which is sent on receipt of $1.00. 


What Franchise Holders Say About The 
Estate-O-Graph 


Alma D. Katz, Mutual Life of N. Y., 
Portland, Ore. 


“We believe that The Estate-O-Graph 
has been one of the main factors that 
have aided in maintaining this agency 


among the leading agencies of the Mu- 
tual Life Insurance 
Company of New 


F. W. Tierney, Occidental Life, Walla 
Walla, Wash. 


= just cleaned up a $30,000 case today, 
which I feel sure was the direct result 
of The Estate-O-Graph. 


R. C. Carr, Southern States Life, Mon- 
roe, 

“Enclosed find re- 

newal of contract for 





York.” 


Wm. A. G. Linn, Eq- 
uitable of N. Y., 
Lewistown, Pa. 


“My 1930 business 
was 22% better than 
in 1929, and I am sure 
The Estate-O-Graph 
has helped me to make 
it so.” 


Fred J. Johns, Cali- 
fornia State Life, 
Sacramento, Cal. 

“T have written ten to 

whom mailed 

The Estate-O-Graph 

monthly, totaling a 


turn the 





The Estate-O-Graph 
Portfolio 


contains sample copies of 
one year’s issue and infor- 
mation regarding the serv- 
ice. It-is sent on receipt 
of one dollar. If you buy 
the service, the dollar is 
credited to your account; 
if you don’t, you can re- 
Portfolio and 
contents and your money 
will be refunded. Find out 
whether the exclusive 
franchise for your city is 
available. Use coupon be- 
low to order the Portfolio. 


The Estate-O-Graph 
for 1931. We are well 
pleased with this serv- 
ice and recommend 
same to anyone that is 
interested in high class 
advertising literature 
for their agency.” 


E. C. Taylor, Mass. 
Mutual Life, Dowa- 
giac, Mich. 

“The first mailing 

brought considerable 

comment. One mailed 
to prospect brought 
another prospect for 
$50,000 to my atten- 
tion. One of each of 








volume of $120,500. I 
believe the other 
ninety on the list are my best prospects 
for future insurance.” 


Anna M. Rozelle, Provident Mutual, 
Detroit, Mich. 


“The last copy enabled me to close two 
cases I have been soliciting for over two 
years without results.” 


Bernard Vise, Imperial Life of Canada, 
Toronto, Ont. 


“In two cases particularly I was suc- 
cessful in securing over $60,000 of new 
business directly as a result of the issue 
regarding business agreements and in- 
vestment insurance.” 


the first two, bound in 
a brief, helped me 
close a $10,000 Endowment at 65, age 
46.” 


F. C. Davies, 

Madison 
“The Estate-O-Graph is the most ef- 
fective way of educat:ng people to the 
uses of life insurance that I have yet 
seen.” 


H. Tryloff, Sun Life, Mt. 
Mich. 

“It may interest you to know that from 
over $500,000 of paid for business last 
year we did not have a single lapse, and 
we give a large amount of credit for 
this remarkable record to The Estate- 
O-Graph.” 


Northwestern Mutual, 


Clemens, 


ects Read It With Interest 






Group orders for general 
or district agencies 


Several men in one agency can com- 
bine their individual orders into one 
order large enough to secure the ex- 
clusive franchise for their city. Each 
man’s name is printed on his copies. 
In this manner, the price per copy is 
reduced, and the agency secures the 
exclusive franchise for the city. 


General Agents who are looking for 
something to help their men sell and 
to systematize their calls, will be inter- 
ested in securing the franchise for 
The Estate-O-Graph. 


A dollar brings the portfolio pictured 
above. If you order the service this 
dollar is credited to your account. If 
you do not order the service, you can 
return the portfolio and your dollar 
will be refunded. 


Find out about the exclusive franchise 
for your city. Use this coupon to 
order the portfolio. 
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The National Underwriter 
A-1946 Insurance Exchange Bldg. 
Chicago, Illinois 
Please send me The Estate-O-Graph 
Portfolio for which $1.00 is enclosed. 
If I order the service this dollar will 
be credited to my account. If not, I 


can return the portfolio and my money 
will be refunded. 
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| | JUST SOLD JONES HIM THAT POLICY 

AN’ NEVER THOUGHT 
IT ANY USE TO 
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~~ AN OLD POLICY HOLDER IS THE BEST PROSPECT 





WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


SCESERVE LOAN LIFE 


#) “ INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 























